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FASHIONED 


ANY GOOD SHOE is the better for 
being made of Jack Jetta, “the world’s 
finest black calf,” for this leather is 


ANKLE 


crafted by expert workers. Its adapt- 
ability for finish and its cutting area 
meet the requirements of the medium 
and fine grades of men’s footwear. 


Style illustrated, ACE Last, No. 1318, stocked AA to D. 


Merchants selling footwear made of 
Ohio’s Calf have the assurance that 
their reputation is fully backed up 
with the utmost in Quality. In the 
window, the fineness of the leather 
adds to the eye-appeal, and in the wear 
its mellow texture insures comfort for 


resources of the entire Nunn-Bush organization are pledged to keep those fires alive. 


The reputation enjoyed by Nunn-Bush shoes is a remarkable one. It has been tirelessly 
forged in the fires of unstinted QUALITY and all the energy, experience, and 


NUNN-BUSH 


even tender feet. Swatches on request. 


COMPLETE SERVICE | CALF LEATHERS 
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Ns Santa Anita race track opens 
Christmas Day. The significance 
of this is that the new track outside 
of Los Angeles is to be made a 
fashion and sartorial capitol of the 
American dress world. 

Movie actors are now placing or- 
ders for custom-made headgear and 
footwear. The gray topper, with 
the black band, is definitely in the 


























scheme of things, and the gray top, 
black-bottom button shoe completes 
the picture. In between, the idea is 
for smart sportsmen to wear dark 
gray cutaway, fawn-colored waist- 
coat, striped gray trousers, fawn- 
colored gloves and striped black 
and silver tie—plus the Malacca 
cane. 

They go further than that for 
there is formal track apparel and 
informal track apparel. The Lucky 
Baldwin Ranch is the most mag- 
nificent racing plant yet conceived. 
Racing enthusiasts, properly 
garbed, will parade the promenades 
at the Los Angeles Turf Club as 
well as the three terraces overlook- 
ing the Santa Anita Rack Track. 

You will next hear from the shoe 
merchants of Los Angeles as to the 
success of the sartorial venture. 


HOE 
ER 
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ENS JENSEN, president of the 

Racine: Shoe Company, said: 

“To make a success of any busi- 
ness one must know how to pick 
out associates and _ understudies. 
What money I have lost has been 
from being connected with one man 
businesses. What money I have 
made has been made through being 
in company with other men. Give 
men part of the profits of a busi- 
ness and they will work their heads 


off.” 

RTHUR G. BROWN of the 

Marott Shoe Shop in In- 
dianapolis, Ind., lit a Golden 
Candle on November 2 in token of 
50 years of continuous shoe service 
by George J. Marott. The sunburst 
of light on top of the seven floors 
of shoe shop told the people of 
Indianapolis that the Golden Anni- 
versary had started. 














Here and there through the 
country we can throw the spotlight 
on retail organizations that have 
weathered the times because they 
were complete footwear shops, 
handling men’s, women’s, boys’, 
girls’ and children’s footwear. 
Maybe it is because their service 


tade 


was so complete in all public in- 
terest that that is in itself the rea- 
son for longevity. 

Congratulations of the industry 
to Marott’s this month. 


UGENE B. WARD of Morse & 
Haynes Company, Springfield, 


Mass., has a word to say about the 
philosophy of scarcity: 








“The Government’s plan, as it is 
being operated in the New Deal to 
reimburse farmers, should apply 
also to manufacturers or retailers 
who refrain from carrying on their 
business as usual and curtail their 
activities to the end that there shall 
be less competition in over-crowded 
industries and occupations. This 
would ease the burden of shoe re- 
tailers throughout the land. 

“If a farmer is told that he must 
plant but 60 per cent of his natural 
cultivation and the remaining 40 
per cent that is not put into pro- 
duction, will be paid for by the 
Government at such _ estimated 
profit as average yield for past five 
years would disclose—why isn’t 
exactly the same system applicable 
to the shoe retailer whose distress 














is fully as great as our farmer 
friends? 

“Take a case in point. During 
December of any good year about 
6000 pairs of house slippers is the 
normal output, but during these 
trying times, when the saturation 
point has been reached in slippers, 
we are willing to purchase and sell 
but 4000 pairs in order to control 
the pairage and if an estimated 


profit of 15 cents per pair had been- 


made, the Government would reim- 
burse us to the extent of $300. 

“This slipper example is only to 
demonstrate how efficiently the Gov- 
ernment could operate our business 
for us if this practice should be 
carried to its logical conclusion. 
Down through every line of shoes, 
hosiery and rubbers, we could be 
paid for not selling and our pros- 
perity would only be hampered or 
hindered if in a moment of thought- 
lessness we should revert to the old 
practice of attempting to do more 
business and accomplish more as 
we were taught in childhood, before 
the new theory of scientific loafing 
had been perfected.” 


* * * 


T. DAVELINE, assistant man- 
- ager of the Guarantee Shoe 
Company in Pueblo, Colo., says: . 
“Polishes offer the shoe man an 
excellent opportunity for develop- 
ment of extra business—an oppor- 
tunity that many of us haven't 
taken full advantage of in the past. 
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OLD REGISTER, 














“This year we decided to really 
go after the polish business. As 
a result, before the end of the Sum- 
mer season we had sold four large 
shipments of white polish. The 
whole thing was due entirely to 
consistent suggestion and display. 
There was no selling cost. We 
merely adopted a definite policy 
of suggesting polish to every cus- 
tomer and placed samples at con- 
spicuous points on every counter. 
We sold people on the idea of get- 
ting a good polish at the time of 
buying shoes so that they would 
be sure to keep them in good condi- 
tion.” 


& 





MEN FOR 
QUALITY 











—There have recently come to my atten- 
tion numerous indications of a renais- 
sance of style and quality in various 
articles of men's apparel. 

—Raymond Twyeffort, in the September 
15th issue of the Recorder, sounded the 
keynote of a new era in cut and color 
which will undoubtedly lift the men's 
clothing business out of the lethargic 
state in which it has so long been. 

—Then come reports from various centers 
that the demands for quality goods is 
slowly beginning to revive. Timid money 
is again finding its way into the market 
places and men who appreciate quality 
are "loosening up" and buying better 
clothing, hats, shirts and shoes. 

—Harry Terhune, our traveling philosopher, 
now out on one of his long treks, sends 
us the names of many merchants who 
are adding higher-priced lines to their 
stocks because of the return of quality 
consciousness on the part of their 
customers. 

—These factual indices carry more sig- 
nificance to me than all the charts and 
statistics combined. 

—Looks to me like better shoe days ahead. 


S nile O T.. 


President. 





A sane T. HOLLIS, president and 
treasurer of the Hollis Shoe 
Company of Auburn, Me., has en- 
gineered a production push in the 
direction of women’s novelties and 
stouts. 

His associates are: Maurice T. 
Plummer, Hugh B. Bethell, Edward 
J. Hyland, Albert E. Leadbetter and 
Frederick W. Howe. The latter has 
been long a salesman and style man 
and now becomes sales manager. 

Auburn, Me., is to be congratu- 
lated on holding the industry for 
there were rumors that Mr. Hollis 
might withdraw. The present re- 
organization has had a stimulating 
effect on production. 


* * * 

i G. HOLT, acting chief of the 

- Leather-Rubber-Shoe Division 
of the Department of Commerce, 
asks all retailers to report on the 
survey of dealers’ stocks of tennis 
shoes, as of Nov. 1, 1934. Some 
90,000 retail stocks are to be sur- 
veyed to ascertain the number of 
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pairs of tennis shoes and all other 
canvas rubber sole shoes carried in 
stock by dealers as of November 1. 
Classifications are as follows: 
Cost price per pair to dealer: 
(number of pairs on hand) 72c 
and under; 73c to 85c; 86c to 


$1.05; $1.06 to $1.50; above 
$1.50; specialty oxfords and 
pumps. 


We urge merchants to submit re- 
ports in compliance with the re- 
quest of the Department of Com- 
merce, for this is perhaps the 
broadest study made of any single 
item of stock carried at retail. The 
census of November 1 tennis stocks 
for the past five years are as fol- 
lows: 


1929 average pairs per dealer 127.1 
1930 = aan 3 “147.6 
1931 is wee “141.4 
1932 ss | ae " - GSS 
1933 < te “223.0 


* * % 


D G. WINNETT, president of 
. Bullock’s-Wilshire of Los An- 
geles, Cal., says: 

“The ‘shops within shops’ idea 
was instituted at the very inception 
of Bullock’s-Wilshire. Behind it is 
a concept well summed up in an 
axiom which Mr. Bullock was fond 
of presenting to managers: ‘A man’s 
value is measured by the amount of 
supervision which he demands.’ 

“Every shop within Bullock’s- 
Wilshire has a buyer. She may in 
turn be guided by a divisional mer- 


Siiiiee 














chandise manager but, regardless of 
this supervision, -her particular 
shop, small though it may be, is 
her personal responsibility. She 
frequently asks for guidance; she 
solicits the help of a superior; she 
may even delegate part of her buy- 
ing to a buyer in a similar capacity 
and save herself a buying trip to 
New York—yet at the end of the 
season the net figures are hers. She 
plans her own promotions; she 
directs her display advertising; she 
budgets her buying, keeping in 
mind at all times the coordinating 
of her shop to the rest of the unit— 
be it sportswear, period room, 
younger set or ‘collegienne.’ ” 
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E Pais hundred employees cele- 
brated the 27th anniversary of 
Geuting’s of Philadelphia. The 
founder, A. H. Geuting, declared: 
“I am enthusiastic about the very 
stable nature of returning prosper- 
ity.” As token thereof, he told of 
the success of the two new stores 
in Ardmore and Germantown which 
were opened in September and of 
the plans for further expansion 
along the same lines. 
* * * 


ATCH building activities in 

your community as an index 
to the return of prosperity. Cer- 
tainly we’are way behind the needs 
of the community in small home 
building. 














Do you know that building ac- 
tivity in England has attained the 
proportions of a full-fledged boom 
and has become one of the greatest 
pillars of British trade recovery. 
Last year in England 256,000 new 
houses were built, chiefly by owners 
and private speculators. This year 
the figure will reach 300,000. Re- 
member, the population of England 
is only about 40,000,000. 

Here in the United States, with 
a population of 120,000,000, the ac- 
tual new building in this country 
totals but 40,000. Certainly when 
building begins again over here it 
will take up the lag of the past five 
years. Already the United States 
government’s plan for loaning con- 
sumers money for repair of homes 
is indicating that five years of prop- 
erty wear and tear has come to an 
end. 

* * * 
eee M. MOFFAT, president 
of the Tanners Council, says: 

“In October, 1933, I think, I used 
the phrase that we were ‘riding a 
whirlwind.’ Whatever may be our 
normal and conservative objections 
to certain changes, the force of the 
whirlwind has not diminished. An- 
other industrial revolution of which 
we are a part is running its course 
and we are on the eve probably of 
many changes in our daily life 
which those of the younger genera- 
tion may view with a_ greater 
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equanimity, but which an old and 
conservative industry must recog- 
nize. 

“As we meet here for a brief con- 
sideration, I believe as never before 
that the leather industry is unified. 
It faces its problems with common 
interest. Even though as competi- 
tors we may struggle within our 
ranks, to a watching industrial 
world we must present the front of 
an industry moved by eternal 
verities which no administration can 


change.” 
* * * 


RED GANNON writes: “I went 

to Woburn to see them smoke 
leather. It’s real smoke that they 
use. A stranger once rang in the 
fire alarm when he saw a cloud of 
smoke coming from the smoke 
house. I asked the chemist how 
smoke tanned leather. He said he 
didn’t know, any more than chem- 
ists know what smoke does to hams 
and bacon when it cures them. The 
Indians smoked leather to tan it. 
They made good leather and there 
are specimens of it around today. 
Smoke must be magic stuff.” 


* * * 


IF}, OSTURE is affected by the 

feet,” says N. B. Hack, of the 
Hack Shoe Company, Detroit, 
Mich. 

“Two of the important factors 
underlying this relationship of the 
feet to posture may be said to be: 

“FIRST—So-called ‘Favoring’— 
When there is a painful area on a 


~ 


ee et 
wr. 
































foot, the foot will be used so as to 
avoid walking on this area. This 
induces an unnatural strain besides 
producing an inordinate degree of 
misalignment not only of the foot 
and leg, but of the entire skeletal 
structure. 

“SECOND—Foot deformities in 
general will produce deviations 
from the postural norm inasmuch 
as the feet are the foundations of 


the body.” 


* * 


OHN «. HARRIS, of Gregory & 
Reade Company, says: 

“There is no end to the study still 
necessary by last makers, manufac- 
turers and retailers along the line 
of lasts, patterns and feet. In all 
probability there are no two feet 
exactly alike, so all of us are con- 
fronted with the problem of fitting 
the human foot with shoes made on 
lasts designed with every possible 
scientific measurement in the hopes 
that we can serve the customer 
properly. 

“The fact that we have made 
rapid progress in recent years is at- 
tested by the fact that I have here 
in my office a hand-pegged shoe 
made by my grandfather. It is a 
straight last, supposed to fit either 
the left or the right foot. Quite a 
contrast from today’s operation in 
the making of popular priced shoes 
from AAAA to C. 

“There certainly has been prog- 
ress, but there is still more to 
come.” 


Mr. Astorbilt—"Do you mind, Jeeves, giving me a rough idea of how the two pairs | like, 
look in action?" 
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In Sales 


Declines Less 


In 


SALES of shoe stores during the depression declined 
less than total retail sales in 27 states out of the 37 
so far covered in the final results of the 1933 Census 
of Distribution. 

Decreases in shoe store sales from 1929 to 1933 
ranged all the way from as little as 9 per cent in 
Greensboro, N. C., to as much as 64 per cent in South 
Bend, Ind. The largest state decrease came from 
Nevada with a 59 per cent decline, and the smallest 
from the District of Columbia with a 33 per cent decline 
and Maryland with a 34 per cent decline. 

The National Council of Shoe Retailers, Inc., sepa- 
rates the retail shoe figures and reports the final results 
herewith. The Retail Census made this year was with 
funds allotted by PWA, and covers 37 states for which 
figures have been released by the United States Bureau 
of the Census. The report also makes comparisons with 
the 1929 Census figures, covering the same states and 
cities. 

“Considering the price decline from 1929 to 1933, 
and considering the shift in buying habits on the 
part of a good many customers who purchased lower 
priced shoes than in 1929, the dollar decreases for 
sales through shoe stores do not indicate any con- 
siderable decrease in pairage,” the Council’s report 
stated. “In a good many cities and states the de- 
crease in dollar sales is a good deal less than the 
price decline, thus indicating a sizable increase in 
the number sold through shoe stores in those com- 
munities.” 

“It should be remembered, of course,” William Gird- 
ner, executive secretary of the Council said, “that these 
figures cover shoe stores only, and do not cover sales 
of shoes made through department stores or any other 
types of stores. It is possible, therefore, that the total 
pairage of shoes sold a retail in a certain city might 
have declined and yet the figures for shoe stores would 
indicate an increase, and vice versa. 

“Interesting and striking shifts in buying habits are 
suggested by many of the figures. For example, the 


Dollar Volume 


Shoe Stores 












final figures for shoe stores in two cities in neighboring 
counties of North Carolina, namely, Greensboro and 
Winston-Salem. Shoe store sales were down only 9 per 
cent from 1929 in Greensboro, while in Winston-Salem 
the drop was 53 per cent. The Greensboro figure indi- 
cates a considerable increase in pairage since 1929, and 
moreover there was a 36 per cent decrease in total 
retail sales in the city as opposed to this 9 per cent 
decrease in shoe stores. In Winston-Salem, on the other 
hand, shoe store sales evidently declined more than 
total retail sales declined. 

“The largest favorable gap between the decline in 
shoe store sales and total retail sales came in Little 
Rock, Ark., where shoe store sales decreased only 21 
per cent even though total retail sales decreased 51 per 
cent. The biggest comparative decline in shoe store 
sales was in Durham, N. C., where shoe store sales de- 
creased 50 per cent although total retail sales decreased 
only 31 per cent. 

“While sales through shoe stores on a whole declined 
less than total retail volume, the number of shoe stores 
in operation declined at a greater rate than the number 
of all retail stores, and this was true in all but two 
states—Arizona and Nevada. For example, there were 
1 per cent fewer stores in operation in Connecticut in 
1933 than in 1929, but there were 19 per cent fewer 
shoe stores. In Alabama there were 6 per cent fewer 
stores as a whole, and 11 per cent fewer shoe stores. 

“The number of shoe stores in some cities actually 
increased during the depression. For example, an in- 
creased number of shoe stores were found in Richmond 
and Roanoke, Va.; Knoxville, Tenn., and Charlotte, 
N. C. 

“The total figures so far made available in the Census 
for shoe store sales cover states only. The national 
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THE CENSUS OF TWENTY-SEVEN OUT OF 
THIRTY-SEVEN STATES SHOWS SALES 
IMPROVEMENT 


No. Shoe Store Sales 
Shoe Stores (000 omitted) 


1929 1933 Dec. 1929 1933 Dec. 
COLORADO .. 26% $5,010. .$2,564.. 49% 
Denver es .. 24% 2,920.. 1,610.. 45% 
Pueblo ee -- 41% 315.. 396.. 30% 


DELAWARE -- 35.. 10% 1,473... 909.. 38% 
Wilmington .. 28.. 18%  1,370.. 869.. 36% 


DIST. OF COLUMBIA... 123.. -- 17% 7,468.. 4,972.. 33% 
FLORIDA - -» 31% 6,469.. 3,275.. 49% 
Jacksonville bs -- 36% 1,544.. 739.. 52% 
- 10% 41,229.. 693.. 44% 
- 42% 1,049.. 439.. 58% 
. 28% 800.. 401.. 50% 


- 11% 5,137.. 2,965.. 42% 
Portland ie 1,227.. 723.. 41% 


MARYLAND --240.. 15% 8,888... 5,833.. 34% 
Baltimore > -- 16% 7,469.. 5,005.. 33% 


CHART FROM THE UNITED STATES NEWS MISSISSIPPI ++ 6B.. 12% 2,260... 1,096.. 51% 
NEVADA as -. 18% 435.. 180.. 59% 


total for shoe stores is not yet available. The national NEW HAMPSHIRE .-119.. 14%  2,876.. 1,674.. 42% 
; Manchest i oe 8 907.. 559. 38% 
figures for all retail sales shows a decrease from 1929 Sitinsi " ” 


‘ N 1 i Bhs " 1. 49% 

to 1933 of 47.7 per cent. Figures so far tabulated ee — ae ee 
— NORTH CAROLINA .... 206..167.. 19%  6,430.. 4,141.. 369 

from the 33 states would indicate that shoe store sales poor " 7 = ar jt 


slightly bettered this figure and decreased probably Charlotte -» 19.. 10% + 905.. 518... 43% 
Durham ne we 24% 420.. 209.. 50% 


somewhere around 42 per cent. one S77.. 525.. 9% 
“The percentage of decline in shoe store sales in the Winston-Salem -- 20.. 20% 833... 391... 53% 
33 states is given under two headings—states in which NORTH DAKOTA .. 56.. 21%  1,166.. 703.. 40% 


shoes were ahead of total retail sales, and states in RHODE ISLAND ..135.. 20% 6,492... 4,018.. 38% 
: : Pawtucket .. 16.. 20% 922..  519.. 44% 
which they ran behind total sales. pra 6. & 390. 250... 8% 


“ . : 
States in which shoe store sales were ahead of total  goyty caroina .... 97.. 74.. 24% 3010.. 1921.. 36% 
retail sales, declining less from 1929 to 1933 than total Charleston .. 21.. 9%  733.. 461.. 35% 
: : he Columbi <s Th. ee Be .. 26% 
volume, are given below. Following each state, is given “"" nite Miieniialinicse 


ay SOUTH DAKOTA .. 57.. 38% 1,820. .. 579 

the percentage of actual decline in shoe store sales: . . ee 
ea me 4 .. 38.. 32% 2,256. 1,004.. 55% 

Maryland, 34 per cent decline; North Carolina, 36 per gat Late city “" ag.) 36% 1686.. 751... 55% 


cent; South Carolina, 36 per cent; Virginia, 37 per  yeamont -. 55.. 14% 1,990.. 915. 54% 
cent; West Virginia, 37 per cent; Delaware, 38 per  wegy virginia “131.. 15% 5,316... 3,320.. 37% 


cent; Rhode Island, 38 per cent; Arizona, 40 per cent; Charleston .. 16.. 24% 958.. 569.. 41% 
: Huntington = -- 16% 891.. 600.. 33% 
Arkansas, 40 per cent; North Dakota, 40 per cent; Con- Wheeling "* 30.. 17% 1,210.. 610.. 49% 47% 


necticut, 40 per cent; Louisiana, 41 per cent; Ken- wyoming |. 21. 19% 518.. 252.. 51% 46% 
tucky, 43 per cent; Georgia, 43 per cent; Iowa, 45 per — conwecticut -.965.. 19% 13,226.. 7,898.. 40% 44% 
cent; Alabama, 47 per cent; Wisconsin, 48 per cent; Bridgeport .. 32.. 16% 1,138.. 811.. 29% 44% 


. fesse . Hartford .. 43.. 22% 2,515.. 1,332.. 47% 46% 
New Mexico, 49 per cent; Colorado, 49 per cent; yew Britain an. 573.. 405.. 29% 39% 


Nebraska, 49 per cent; Tennessee, 49 per cent; Kansas, New Haven .. 59.. 30% 2,531.. 1,565.. 38% 51% 
“ ‘a o 0 oO 
50 per cent; Washington, 50 per cent; Oklahoma, 50 “*** be Se Se: eee eee Se ee 


: a ee . a ee 9 ; te & ea 9 % 
per cent; Indiana, 51 per cent; Mississippi, 51 per aaa a oo = i pt pt 
cent; South Dakota, 57 per cent. Louisville .. 82.. 7% 3,589.. 2,014.. 44% 47% 
9 a oO 

COMPARISON OF RESULTS—SHOE STORES AND SALES —LNDIANA <a. Sk, ak 
ee oe 9 ’ oe ee 0 fo 

CENSUS OF DISTRIBUTION—1929 AND 1933 | Fort Wayne ea Rae ae 

le. Geteeees al ww .. 17.. 32% 724... 436.. 40% 64% 

Shoe Stores (000 omitted) Sales Indianapolis .. 6.. 11% 4,354... 2,194.. 50% 53% 

1929 1933 Dec. 1929 1933 Dec. Dec. South Bend .. 17.. 37% 1,194.. 434... 64% 63% 

ALABAMA 147..131.. 11% $5,983. .$3,150.. 47% 52% Terre Haute .. 16.. 11% 1,158.. 488... 58% 51% 
Birmingham + 43.. 22% 2,957.. 1,339.. 55% 57%  Kangas i. 0% CON BN. 
+ 16.. 30% = S..  425.. 50% 54% rareas City 1. 13.. 62% 498..  214.. 57% 51% 

ARIZONA .. B1.. 3% 1,045.. 621... 40% 62% Topeka” .. 16.. 6%+..574.. 398.. 31% 46% 
sendiieen a -- 20.. 35%  1409.. 677.. 52% 58% 
Little Rock << 870.. 683.. 21% 51% [TURN TO PAGE 48, PLEASE] 









































Mrs. Harold Talbot's costume illustrates the importance of lamé, 
the newest and smartest evening material. 
magnificence is only seen on the grandest occasions. The more 
usual silhouette is the slim narrow skirt that just clears the floor, 
very often with a slit. 


A train of such 





THE evening season in New York has started off in a 
blaze of glory. Evening clothes and evening shoes 
are living up to all their promised importance. With 
the Metropolitan Opera House getting its face sand- 
blasted, with the Horse Show and smart first nights 
and brilliant parties on the calendar, women’s clothes 
are something to see again . . . and evening slippers 
are something to sell! 

The pictures on these pages are from the Green Ball 
—an important charity affair which took its cue from 
recent Paris galas, and chose a single color for its 
theme. Evening shoes seen on this occasion confirmed 
the importance of the metallic sandal—intricate and 
open in its design, but not entirely toeless. The slipper 
shown on this page is typical of these models, which 
may be metal-brocade or plain lamé, trimmed with 
metal kid and often in combination with other fabrics. 
Extreme open-toe slippers, however, are still in the 
picture. Women who find them becoming still cling 
to the nude sandal. And, at the other extreme, there 
[TURN TO PAGE 46, PLEASE] 


These slippers are of metallic brocade combined with metal kid 
and thin velvet. They represent the leading type of evening 


shoe—light and airy in design but not toe-less. 





GLAMOROUS 
Is the Word for 
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By 
RUTH HARRINGTON 


The New 
Evening Fashions 


Costumes Seen at the Recent Green 
Ball Illustrate the Brilliance of Evening 
Clothes and Evening Shoes 


Mrs. Malcom Meacham's dress represents the extreme 

of the full-skirted period costume—a _  new-old 

fashion that’smart New York women are trying out 
this season. 


The taffeta picture frock with exaggerated back fullness is very 
often the debutante's choice. This “Empire Slipper’ with high, 
monk-like vamp, open shank and modified toe cut-out, was one of 
the most interesting slipper models the Green Ball had to offer. 
This Green Ball Slipper with emerald baquettes 
shows that the open-toe sandal still has its sponsors. 
This type of slipper is still seen, but to a much more 
limited extent than last year. 
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By 
HARRY 
R. 
TERHUNE 








THis thought has crystallized from the interviews | 
have had with shoe men as I journeyed through Central 
Illinois: The only hope of the independent retail shoe 
merchant is to develop the trade of his quality named 
lines of featured merchandise. 

Many changes are happening in stores, changes so 
gradual that lots of fellows who are operating them 
are not aware of what is developing. A study of item 
records will show any shoe merchant that he is selling 
less and less of some things and more and more of 
others. Fewer very cheap work shoes. Fewer baby 
shoes. Less of the extremely heavy rubber goods. 
More nationally advertised shoes. More feature shoes. 
More utility and corrective shoes. 

Most of the general family shoe stores have grad- 
uated into specialists in retail shoe selling. Some have 
refused to see the changes that have taken place. They 
have either been forced out or are keeping their stores 
open by grace of those who supply the merchandise. 
These old-time shoe men spend most of their time 
wailing against the chains. In some cases they try 
fighting the chains. 

The independent shoe merchant does not have a 


Chinaman’s chance of beating the chains at their own: 


game. Most of the chains are giving fully as good ser- 
vice as the independents, while in the matter of adjust- 
ments they are much more liberal and courteous in 
their treatment of their trade. 


The people of the big cities, New York, Chicago, 
St. Louis and all through the West, will never become 
deeply concerned about the problems of the independ- 
ent merchants. In the small towns and cities the in- 
dividual retailer who stays in business must build 
something into his store and into his merchandise that 
the chain stores do not have. This may be his person- 
ality. It may be named merchandise. It may be fea- 
ture merchandise. 

There is one good small town in Illinois which cer- 
tain magazines formerly used as a typical model 
American community. Among other businesses this 
town has three independent shoe stores. Now all three 
are gone. Current real estate census showed 72 per 
cent of available good store locations were now occu- 
pied by various chains. The chains would not have 
dominated this town if the merchants had been doing a 
real job. 

With all of the foregoing in mind, I asked this ques- 
tion of Kmetz & Grant, as we talked things over in the 
back room of their store in Streator: “What are you 
in business for? How long do you expect to stay in 
business?” 

You see, I had been thinking over this matter of 
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to PROGRESS 


chain stores and other hazards of retailing, so I felt 
that here was a good chance to get some first-hand in- 
formation from a couple of shoe men I hadn’t seen in 
several years. The answer was so human and so com- 
plete that I am giving it to you verbatim. 

“We are building a background for our boys so that 
when they step into the store they will not only have a 
pride in the name but a wholesome respect for the 
retail shoe business.” 





THIS was the joint answer of the partners. And they 
continued with a strong expression of pride for their 
store and their policy. “We do not bother about other 
stores, their prices or their merchandise. We know 
that we have good shoes which we sell at a fair legiti- 
mate profit. We know that our rating has not changed 
in the past five years and we fully realize that there are 
lots of obstacles in the path of the independent retail 
shoe merchant. There always has been, for that matter, 
and the chances are that there always will be. 

“Exactly 100 hundred per cent of our merchandise 
is standard make. People in this town know us. 
Knowing us, people will trade with us because they 
know that we stand for something as merchants, and 
the goods that we carry stand for something, too. 

“The foundation upon which we have built this bus- 
iness is Merchandise and Quality, not Price. Nobody 
can play quality and price and be a success. We sense 
the public as feeling that anyone who makes an article 
and puts their name on it, is proud of that article and 
will protect its reputation and their own. 

“For 20 years we have stuck to good shoes and have 
not materially changed our lines. During the past few 
years there were some days when we felt that we should 
handle cheaper merchandise, but in going over it pretty 
_ carefully, we decided we would be better off in selling 
a smaller volume of shoes for the time being. Then 
when things changed for the better, as they have, we 
would be in a position where customers will come to 
us saying: ‘I have been buying cheap shoes. Now I 
want a good pair.’ 

“This policy must be right, for in the past six months 
our sales have been going ahead of 1931. We are 
steering a good middle course in regard to prices, not 
too high priced and not too cheap.” 


Let’s take a look around Bloomington. The city 


itself has not changed a great deal since my last visit. 
From all reports the town is sitting pretty as far as the 
farmers are concerned. The corn yield was only a 
little under normal, but the price more than offsets 
that. 


Two colleges bring some extra money to the 
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"For twenty years we have stuck to good 
shoes and have not materially changed our 
lines," Kmetz & Streator, of Bloomington, 
Ill., told Harry R. Terhune, RECORDER 
Field Editor. "This policy must be right, 
for in the past six months our sales have 
been going ahead of 1931." Most of the 
successful merchants in this area seem 
agreed that it is futile for the independent 
merchant to engage in a price warfare with 
the chains. 





town, but the students, as a general proposition, are 
anyone’s customers, mostly those stores selling popu- 
lar-priced shoes. 

Chains have just flocked to Bloomington in the past 
five years, so that shoe outlets have tripled. 
department store has leased shoe departments. Some 
go and some stay. In Roland’s, four different chains 
have leased space in the past five years. 

In a community located in the central part of the 
state as is Bloomington, the old established shoe stores 
seem to be faring even better than some of the new- 
comers. While the chains are hotly competing with 
one another, the independent family stores featuring 
quality goods, and are extending their trading territory 
farther and farther away. The reason for this is that 
the surrounding smaller towns are dropping their bet- 
ter grades, so the customers are coming to this center. 

Three different merchants mentioned this situation, 
while H. D. Bunnell told how his store force were be- 
coming expert geographers. “We are getting to know 
all the small towns in central Illinois. 


Every 


Some of the 
towns we had never even heard of before, so we always 
look them up on the map. This shows us how we are 
reaching out and attracting customers from miles 
around. These small town people willingly pay us 
from $7.50 to $12.00 for our shoes. They know this 

[TURN TO PAGE 46, PLEASE | 
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Formal 
Footwear Windows 





STERN BROTHERS .. ...«.... + Mow York 














An artistic evening footwear presentation by Stern Brothers, 
. : New York, in which hand painted pictures of evening costumes 
INDICATIONS point to a definite trend toward more form a colorful background for a gay assortment of formal shoes. 


formality this coming Winter, particularly in foot- 
wear designed for evening occasions. This reflects the people. Many of the customers who buy fashionable 
tendency toward a more formal social life that charac- shoes for day-time wear are excellent prospects for 
terizes the period of economic recovery. Unquestionably evening footwear, and a tactful reminder by the sales- 
more money is being spent for formal entertainment man is frequently all that is needed to make the extra 
of the sort that calls for more elaborate attire, a fact sale. 
which suggests possibilities for increased sales of kinds It is important to remember, too, that this applies to 
of merchandise that offer opportunities for favorable the young man who is interested in shoes from the 
profits. The stage is set, apparently, for an excellent style angle, as well as to the feminine customer. A lot 
season in evening slippers for women and dress shoes of men whose social activities have been mostly of an 
for men; in fact, a great many shoe stores are already informal character in the past few years will this year 
promoting this business with a much greater energy step out smartly to join in the moré festive activities 
than usual because they are convinced that here is a of a brighter season. Improving financial prospects 
field in which vigorous sales effort can be counted on tend to promote more liberal spending, and the studied 
to produce worthwhile returns. informality of the speakeasy phase is again giving place 
We are just coming into the season in which evening to a desire to live up to the traditions and usages of 
footwear enjoys its greatest prominence, and the month a more elaborate social life. Men and women this 
of November presents an opportunity for every,shoe year are more particular about appearing in flawlessly 
store to increase its volume of business materially correct attire at times and places where the socially 
through the effective promotion of formal shoes. Such elect gather to enjoy themselves, to see and to be seen. 
promotion calls for one or more striking newspaper Promotion of evening footwear should express the 
ads this month, an effective window presentation, more colorful and festive spirit of this new influence 
possibly some direct mail advertising, package in- in fashion. Designers and manufacturers have created 
serts or folders to be enclosed with monthly statements, for this year an intriguing assortment of the most at- 
and considerable emphasis upon evening types of foot- tractive evening footwear we have seen in many seasons, 
wear in the suggestive selling efforts of your sales- and the new styles deserve a fitting and proper presen- 
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Winter Shoe Wardrobe 


November is a Month in Which to Promote 
Evening Slippers for Women, Dress Shoes 
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for Men and Footwear for All the Festive 
Occasions of Fall and Winter 


WILLIAM HENGERER COMPANY. . 


Buffalo, N. 





This striking shoe wardrobe window by William Hengerer Com- 
pany, Buffalo, covers the entire range of fashionable footwear, 
from sports to the formal evening costume. 


tation. The Stern Brothers window which we show 
this week conveys the right impression in a most artis- 
tic way. The background of this window was even 
more colorful than the photograph suggests, with its 
fashion illustrations, hand painted, and showing the 
newest trends in evening apparel. The correct shoe 
for the costume was shown individually on the small 
shelf below each costume illustration, thereby provid- 
ing a perfect tie-up. The various styles in the window 
are all exhibited to excelent advantage. 

The week preceding Thanksgiving is an excellent 
time to feature formal evening footwear for both men 
and women. Thanksgiving brings the young people 
home from school and college for their first vacation 
since September, and this holiday period forms the 
occasion for parties and festivities that call for formal 
epparel and shoes. Department stores and men’s cloth- 
ing stores feature evening dress, tuxedos. and formal 
accessories, thereby creating an interest which makes 
formal footwear promotion at this time doubly effec- 





tive. In New York the opening of the opera season 
is another occasion around which merchants plan their 
promotions of festive apparel and footwear, and most 
cities have some outstanding society event in the early 
Winter that serves as the counterpart of the opera 
opening as a focal point for dramatic promotions in 
windows and newspaper ads. 

While most shoe stores that carry style lines of shoes 
include evening footwear in their stocks, it is astonish- 
ing how few of them make a genuine effort to promote 
it in a comprehensive way. This is especially surpris- 
ing when we bear in mind the fact that formal shoes 
offer exceptional possibilities for profitable merchan- 
dising. The young woman who is looking for just the 
right shoe to complete an evening costume is not likely 
to go bargain-hunting or to question the price when 
she finds the shoe she wants. Many stores show eve- 
ning patterns in connection with massed displays of 
day-time styles. There is no objection to this, but it 
doesn’t do a real job of selling the formal types, which, 
to create the desired effect of beauty that will make 

[TURN TO PAGE 46, PLEASE] 
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Exhibitors Sign for St. Louis Show 


With More Than 200 Applications Already Received, 
Manufacturers Association Sees Success Assured 


THE National Boot and Shoe Manufacturers Associa- 
tion has perfected its plans for the Fourth Annual Na- 
tional Shoe Display, to be held ‘in St. Louis January 
7 to 10, 1935, as announced some time ago. The Manu- 
facturers Association is particularly impressed by the 
fact that sixty-one manufacturers have sent in their 
signed applications for exhibition space at St. Louis since 
October 10, when announcements were published that 
the so-called Shugg Plan had become inoperative. This 
action on the part of so many additional manufacturers 
in making reservations in St. Louis, besides the one hun- 
dred and forty-six manufacturers who had previously 
made reservations in St. Louis, is regarded as an ex- 
pression of approval and endorsement, both of the atti- 
tude of the Manufacturers Association throughout the 
negotiations relative to the Shugg Plan and of the Na- 
tional Shoe Display at St. Louis. With such evidence 
of approval and support, the success of the St. Louis 
exhibition is considered assured. 

Already more than four hundred display rooms have 
been definitely assigned to manufacturers, who have 
made reservations through formal application, accom- 
panied by the advance registration fee. The interest re- 
flected in this large number of early applications for ex- 
hibition space, plus the expressions of many merchants 
and manufacturers, are considered by the Association 
as an assurance that the National Shoe Display in St. 
Louis will be even bigger and better than those which 
have been held under its auspices in previous years. 


THE decision to hold the 1935 National Shoe Display 
in St. Louis was prompted by a recognition on the part 
of the National Boot and Shoe Manufacturers Associa- 
tion of the loyalty of many western shoe manufacturers 
who have supported its various undertakings and by a 
desire to serve the convenience of the great number of 
retailers and buyers, located in the West, many of 
whom have journeyed to New York to attend the dis- 
plays of other years. 

It is believed that eastern manufacturers who have 
participated in the Manufacturers Association Exhibi- 
tions other years, as well as eastern buyers who have 
attended them, will be glad to go to St. Louis next Janu- 
ary, and thereby take advantage of the opportunity to 
increase their acquaintance and contacts with the west- 
ern trade. In view of the nation-wide importance of 
the shoe industry, the Association feels that geographi- 
cal considerations should be given due regard in plan- 
ning these national displays. 


Aside from the fact that the coming display is to be 
held in the Mid-West instead of in the East, there will 
be a few changes in the character of the exhibition, ac- 
cording to the detailed plans and regulations as pre- 
viously announced by Roger A. Selby, President of 
National Boot and Shoe Manufacturers Association. 
Registration fees and room rates for all displays are 
published in advance so that exhibitors may be fully 
informed as to the rates paid by all. This has been the 
customary policy in connection with all of the shows 
sponsored by the National Boot and Shoe Manufacturers 
Association and is considered a fair and equitable prac- 
tice which will be appreciated by exhibitors. 


IN the matter of assignments of display rooms, the 
Association strives to maintain the same policy of abso- 
lute fairness and impartiality. To this end the Associa- 
tion maintains its rule of previous years that rooms are 
assigned strictly in the order of receipt of applications, 
when accompanied by checks for one-half the amount 
of the registration fee. 

President Selby has announced that there will be no 
preferential treatment accorded any officer or member 
of the Association; there are no rebates permitted to be 
received from hotels, and no free rooms, meals, enter- 
tainment or commissions of any sort, to any member 
of the Association or its staff. The display is to be 
conducted on as soundly economical a basis as possible, 
consistent with the carrying on of a show that will 
properly reflect the importance of the industry and 
provide the exhibitors with every desirable facility for 
the proper display of their merchandise. 

This year there will be no additional entrance fee 
for non-members who wish to exhibit.- St. Louis hotels 
are cooperating in every possible way to yard the suc- 
cess of the show, whose character will be mainiained 
according to the high standards characteristic of the 
Exhibitions of the Manufacturgrs Association that have 
appealed strongly in the past to exhibitors and retail 
buyers alike. It is felt that many of the retailers, espe- 
cially those residing in the West, will welcome the 
change of city and look forward to the opportunity of 
seeing the new spring lines on display in St. Louis in 
January. 

The thirtieth annual convention of the National Boot 
and Shoe Manufacturers Association will be held dur- 
ing the meeting and display rooms will not be closed 
during the business sessions as in previous years. 









































Man eh de ot ee 

















November 


BOOT AND SHOE RECORDER, 


Addressing » * * 


10, 





1934 23 





SHOE RETAILERS 
in YOUNGSTOWN, OHIO 





This is the Matinee Tie 
Mrs. L———— admires so 
much. Made in Black or 
White to retail $3.25 to 
$3.50. Another popular 
style for street wear is illus- 
trated below. The Rayn 
Tie made in Brown or 
Black to retail $2.00 to 
$2.25. 


The Mark of Superior Quality 





RAYNSHU TIES 


can be ordered from your 
nearest wholesaler—or our 
nearest branch in a wide 
variety of patterns, colors, 
lasts and heels to retail at 
popular prices. 


CAMBRIDGE RUBBER COMPANY 


CHICAGO General Offices and Factories BOSTON 


317 W. MONROE ST. 


| _ CAMBRIDGE, MASS. AND 
NEW YORK LEADING _ 
- 125 DUANE ST. WHOLESALERS 





































Mr. John L——, a resident of your 


fair city, writes us as follows:— | 


Gentlemen: 
1 am on the well known spot . . . and call on you for 

help. | promised my wife a pair of those white rubber 

galoshes trimmed with white fur . . . Now, the little 


woman’s birthday was October 15 and as this is November 
8, with no trace of the galoshes, you can readily appreciate 


how little peace | am getting . . . Further, she says she 
wants to wear them now—and not wait until the snow is 


a foot deep. 


For the love of Pete please send me the name of someone 
who handles those boots around here. . . . 


Fervently hoping you will give this your prompt attention, 
| am 
Yours very truly, 





John L 


Mr. L——’s predicament is no more. We have 
taken care of him. But—there are hundreds of 
husbands who have promised Raynshu Ties— 
thousands who would promise—and millions of 
women who want this smartest of rubber 
footwear. 

All they need is the opportunity to buy. That is 
why we reiterate 


DISPLAY and SELL RAYNSHU-TIES NOW 


and get the profits available with this non- 
competitive line. 





600 ATLANTIC AVE. 




















When writing advertisers please mention Boot and Shoe Recorder 
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HE National Boot and Shoe Manufactur- 

ers Association cordially invites the Shoe 
Retailers of the country to attend its Fourth 
Annual National Shoe Display, at which shoes 
for Spring and Summer 1935 will be displayed 
by the participating manufacturers, at the 
Hotels Jefferson, Statler and Lennox, St. Louis, 


January 7th to 10th, 1935. 


All Shoe Manufacturers and Retailers are also 
invited to attend the Thirtieth Annual Conven- 
tion of the National Boot and Shoe Manu- 


facturers Association, which will be held in 





2812 Chrysler Building 


2812 Chrysler Building 








Fourth Annual National Shoe Display 
FORECASTING 


Spring and Summer 1935 


NATIONAL 


BOOT AND SHOE 
MANUFACTURERS 


\ ASSOCIATION | 


NATIONAL 
SHOE DISPLAY 


SAINT LOUIS 

















MISSOURI 


JANUARY 7-IO 
1935 


Fare and one-third for round trip 
has been granted by the railroads 
for those attending the National 
Shoe Display, providing they secure 
certificates from local agents at time 
of purchasing one-way ticket to 
St. Louis, which certificate when 
validated at the Information Booth, 
Mezzanine Floor of the Hotel Jeffer- 
son in St. Louis, will entitle those in 
attendance to purchase return tickets 
over the same line at one-third regu- 
lar one-way fare. 


Under the Direction and Management of 


The National Boot and Shoe Manufacturers Association 
New York City 
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Retail Buyers are invited to view displays of the following manufac- 
turers and wholesalers, at the National Shoe Display, Hotels Jeffer- 
son, Statler and Lennox, St. Louis, January 7th to 10th, 1935. 





Acme Shoe |. Gc eaearnee Clarksville, Tenn. Gilbert Shoe Co............- Thiensville, Wis. Municipal Shoe Co., Inc....... Brooklyn, N. Y. 
AlN Ce so isisic.deecses Spencer, Mass. Glass-Fitzgerald Shoe Co........ Boston, Mass. The Muskin Shoe Co........... Baltimore, Md. 
A ia sic ote h 0a 9:69:48 Cincinnati, Ohio Glendale Shoe Co............. Nashville, Tenn. 
Ansin Shoe Mfg. Co...........+6. Athol, Mass. H. C. Godman Company...... Columbus, Ohio A. E. Nettleton Co.........++. Syracuse, N. Y. 
Anwelt Shoe Company............ Athol, Mass. S. Goldberg & Co., Inc...... Hackensack, N. J. Norway Shoe Company........ Norway, Maine 
D. Armstrong & Co.......... Rochester, N. Y. Julius Goldstein & Sons.......... Boston, Mass. Nunn, Bush & Weldon Shoe Co., a 
Arcam Bros. & nang eng Weymouth, Mass. S. Goldstein & Sons............ Boston, Mass. Milwaukee, Wis. 
M. N. Arnold Shoe Co...So. Weymouth, Mass. Gorevitz-McNamara Shoe Co., Inc., , : 
Augusta Shoe Company........ Augusta, Maine Haverhill, Mass. hry _ — aad -” piven a 
Ault-Williamson Shoe Co....... Auburn, Maine Gotham Shoe Mfg. Co., Inc.. Binghamton, N. Y. Orthopedic Sh ae ae Son 
Great Northen Shoe Co....... Manchester, N. H. ES SR, EEBes- oe «+0 New York City 
, : : ie Osgood Shoe Co.......++..+++ Meth Mass 
Pancroft-Walker Company..... Waltham, Mass. Daniel Green Company...... Dolgeville, N. Y. e : ee eee 
— gr! ny sand tee eeeeees Webster, Mass. The Green Shoe Mfg. Co......... Boston, Mass. Owens Shoe Company.........-.. Salem, Mass. 
B an hoe Company.......... Chicago, Ill. Green-Bell Shoe Co........... Haverhill, Mass. M. A. Packard Co Brockton, Mass 
Paige eg ay eee enee) Ee ga Pa. Gregory and Read Company.......Lynn, Mass. Paradise Shoe Co........-...++. St. Louis, Mo. 
seule 3 OE NO. eee eens ashville, Tenn. C. A. Grosvenor Shoe Co....Worcester, Mass. Paramount Shoe Mfg. Co....... St. Louis, Mo. 
Belleville Shoe Mfg. Co......... Belleville, Ill. Groves Shoe Company............ Chicago, II. Paramount Style Shoes St. Louis, M 
Best Shoe Company............ Boston, Mass. i “aaa grag 
. BI Shoe C ’ Pennant Shoe Company,........ St. Louis, Mo. 
A. Bloom Shoe Company........ Boston, Mass. Hagerstown Shoe & Legging Co., Peters Shoe Company.......... St. Louis, Mo. 
Blue Ribbon Shoemakers....... St. Louis, Mo. Hagerstown Md. Philco Shoe C ; 
REE lc oases ccs cccs Buford, Ga ; igs seal gf Sagal ee oe 
: utord, . The P. Hagerty Shoe-Co.. Washington C. H., O. Philips Shoe Mfg. Co... . Haverhill, Mass 
Walter Booth Shoe Co....... Milwaukee, Wis. Hanf, Blackey Shoe Co.......... Derry, N. i. Pied Piper Shoe Co.......... ‘Wanna Wis. 
Boyd-Welsh, Inc.........ceeess St. Louis, Mo. Hannahsons Shoe Co......... Haverhill, Mass. Wieet-Butler, Tac..............' Cc "sip ti Ohic 
Brauer Bros. Shoe Co.......... St. Louis, Mo. Hartman Shoe Mfg. Co....... Haverhiil, Mass. Progress Shoe Company err eal Brookl “— Y. 
Brilliant Beathera Ca... .ccccces Boston, Mass. M. E. Haskell & Sons........... a——_ °°  .. iil 
Wm. Brooks Shoe Co......... Nelsonville, Ohio Headway Shoe Corp........... Webster, Mass. Queen Quality Shoe Co......... St. Louis, Mo 
Brown Shoe Company .......... St. Louis, Mo. Heel Hugger Shoes, Inc........ Auburn, N ‘ pili sik 
H. H. Brown Shoe Co., Inc... Worcester, Mass. Highland Shoe Co.......+++s+0s Leaks Me Racine Shoe Mfg. Co............. Racine, Wis. 
3urtman-Rondeau Co............ Boston, Mass.  Hoeck Shoes, Ipc........2+++e+0+: ‘Chicago, 1,  S+ Rauh & Company........ New York, N. Y. 
CasliiMieeatiiie , Holland Shoe Co..........+++5+ Holland, Mich. ag Slipper Co......... Jersey City, N. J. 
ia OCMAKETS «+2... 00000 St. Louis, Mo. Holly Shoe Co..........e005 Littleton, N. H. ice O'Neill Shoe Co...........St. Louis, Mo. 
Carmo Shoe Mfg. Company....Carthage, Mo. Huth & James............... Milwaukee, Wis. Richland Shoe Co............. Nashville, Tenn. 
Central Shoe Company.......... St. Louis, Mo. A. R. Hyde & Sons Co....... Cambridge, Mass. Roberts, Johnson & Rand........St. Louis, Mo. 
The Cincinnati Shoe Co....... Cincinnati, Ohio Rogers Bros. Shoe Co........... Boston, Mass. 
Cinderella Shoe Co.............. Auburn, Me. International Shoe Co........... St. Louis, Mo. H. O. Rondeau Shoe Co..... Farmington, N. H. 
eg a. ——_ ian Interstate Shoe Company.... Manchester, N. H. Rubin Bros. Footwear, Inc.....L. I. City, N. Y. 
lark Shoe Company.......... uburn, Maine : 
Clayman Shoe Mfg. Co........... Boston, Mass. HH. Jacobs & Sons...........- Brooklyn, N. Y. Samuels Shoe Company........ St. Louis, Mo. 
Collingwood ‘Shoe On. tet... Endicott, N. Y. fecheen Stee Mile. Ca...... Now You. ¥. Y. SONO TNGRS Cie 6 sos ccevcccnwss Boston, Mass. 
Collins-Morris Shoe Co......... St. Louis, Mo. Jarman Shoe Co..........+--+ Nashville, Tenn. Sebo Shoe Company............. Chicago, Ill. 
Comfort Sandal Mfg. Co..Long Island City, N. Y. George O. Jenkins Co....... Bridgewater, Mass. The Selby Shoe Company..... Portsmouth, Ohio 
Commonwealth Shoe & Leather Co., Johansen Bros. Shoe Co....... St. Louis, Mo. A. Shapiro, Inc..........+..++4. Boston, Mass. 
Whitman, Mass. Johansen’s Smart Shoes........ Centralia, Ill. Shoe Form Co., Inc..........+. Auburn, N. Y. 
Compo Shoe Machinery Corp.....Boston, Mass. Johnson-Baillie Shoe Co........ Millersburg, Pa. J. P. Smith Shoe Co..........+.. Chicago, III. 
Consolidated Shoe Corp....... Cincinnati, Ohio Johnson-Stephens & Shinkle Shoe Co., Somerset Shoe Co............. Skowhegan, Me. 
Curtis-Stephens-Embry Co........ Reading, Pa. St. Louis, Mo. Staay-Ademe Ce... ccc ikcccscies Brockton, Mass. 
The Charles Cushman Co......... Auburn, Me. Johnston and Murphy...........1 Vewark, N. J. Sterling Shoe Co............. Auburn, N. Y. 
The Julian & Kokenge Co.....Columbus, Ohio Stetson Shoe Co.........So. Weymouth, Mass. 
Daly Bros. Shoe Co............. Boston, Mass. ; Stix-Altman-Weiner, Inc...... Cincinnati, Ohio 
Davidson Shoe Company...... Nashville, Ten Kane, Dunham & Kraus, Inc...St. Louis, Mo. Style. tig ee 
, Tenn. é Style-Creator, Inc...... Long Island City, N. Y. 
Devine & Yungel Shoe Mfg. Co.. Harrisburg, P. Geo. E. Keith Company...... Brockton, Mass. “ 9 2 
g, Pa. = Style By Rysonele”........... St. Louis, Mo. 
The Walker T. Dickerson Co...Columbus, Ohio Kirkendall Boot Co............- Omaha, Nebr. Suffolk Shoe C c 
Dingley-Foss Shoe Co............ Auburn, Me. Kleven Shoe Company.......... Spencer, Mass. Sulki Sh é eee Mees ee ess helsea, Mass. 
The Irving Drew Company... .Portsmouth, Ohio The A. S. Kreider Shoe Co....... Annville, Pa, Se Terr ee eee nes Marlboro, Mass. 
Dunn and McCarthy, Inc....... Auburn, N. Y. The P. Sullivan Shoe Co..... Cincinnati, Ohio 
Du Pont Viscoloid Company..New York, N. Y. J. Landis Shoe Company........ Palmyra, Pa. a 
Dyer and Hall, Inc.............. Audie, Me. Langer, Lippman Co..........-. Boston, Mass. E, E. Taylor Corporation..... Brockton, Mass. 
Lenox Shoe Company............ Freeport, Me. Teeple Shoe Company.......... Waupun, Wis. 
Charles A. Eaton Company....Brockton, Mass. Levi-Weiss Sales Company....... Chicago, Ill. Triple Novelty Footwear........ Brooklyn, N. Y. 
Edgewood Shoe Factories......... Atlanta, Ga. Al @ Sob BAG: cock cecisecves Boston, Mass. Tweedie Footwear Corp..... Jefferson City, Mo. 
J. Edwards & Company...... Philadelphia, Pa. Little Falls Felt Shoe Co...Little Falls, N. Y. ay » 
Empire Specialty Footwear Co..Endicott, N. Y. Longwood Shoe Co. ..........+: Auburn, Me. United Shoe Machinery Corp..... Boston, Mass. 
Endicott-Johnson Corporation. . ‘Endicott, N. Y. Lumbard Shoe Company....... Auburn, Maine United Shoe Manufacturing Co...St. Louis, Mo. 
Enna Jettick Shoes, Inc.......... Auburn, Me. The United States Shoe Corp...Cincinnati, Ohio 
y J. Nelson Manning Shoe Co..Worcester, Mass. 
Fairfield Shoe Co............. Columbus, Ohio L. V. Marks & Sons Co....... Cincinnati, Ohio Valcraft Shoe Company........ St. Louis, Mo. 
Fanchom Shoes. ..0..cscccceccs St. Louis, Mo. Marlene Shoes.................St. Louis, Mo. Valley Shoe Corporation........ St. Louis, Mo. 
Fargo Hallowell Shoe Co......... Chicago, Il. Marshall, Meadows & Stewart, Inc.. Auburn, N.Y. Virginia Shoe Company, Inc....Frederick, Va. 
Farmington Shoe Mfg. Co....... Dover, N. H. Fred A. Mayer Shoe Co....... Milwaukee, Wis. Vitality Shoe Company..........St. Louis, Mo. 
Fashion Plate Shoes.......... St. Louis, Mo. The Chas. Meis Shoe Mfg. Co., 
oe Oe Seer Reading, Pa. Cincinnati, Ohio Wall-Streeter Shoe Co..... North Adams, Mass. 
Field & Flint Co...........6- Brockton, Mass. Melotone Shoe Co.............St. Louis, Mo. The Wear Ever Shoe & Slipper Corp., 
The Five Star Shoe Co., Inc...L. I. City, N. Y. Metro-Craft Shoe Co........ Manchester, N. H. South Bacck, Conn. 
The Florsheinm Shoe Company. . . Chicago, III. Milius Shoe Company.......... St. Louis, Mo. Weyenberg Shoe Mfg. Company. Milwaukee, Wis. 
Foot Delight Shoes.............. Boston, Mass. The Miller Shoe Company....Cincinnati, Ohio Wiley-Bickford-Sweet Corp...Worcester, Mass. 
Friedman Shelby Shoe Co....... St. Louis, Mo. a ae & ba soa We kea he caer — Ohio we “a Ca; INGcci cs Haverhill. Mass. 
Monarch Shoe Co., Inc........... icago, Ill. inthro oe Company...... St. Louis, Mo. 
A. Garside & Sons, Inc Bidens L. I. City, N. Y. Morton Last Company, Inc....Cincinnati, Ohio Wohl Shoe fo... meernes St. Louis, Mo. 
General Shoe Corporation...... Nashville, Tenn. Moulton-Bartley, Inc........... St. Louis, Mo. Wolff-Tober Shoe Mfg. Co.....St. Louis, Mo. 


Gerberich-Payne Shoe Co....... Mount Joy, Pa. Mound City Shoe Co........... St. Louis, Mo. E. T. Wright & Company, Inc..Rockland, Mass. 
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STORE NAME 


Christmas Ads 


SMALL ads featuring holiday footwear and accessories 
can be made interesting, attractive and productive from 
the standpoint of sales. They can be planned and 
written in such a manner as to impress the public with 
the number and variety of appealing Christmas gifts 
obtainable in the shoe store. 
To make people appreciate the fact that the shoe 
store is a gift headquarters in holiday season is one 
SLI pp ERS of the big objectives of your Christmas advertising 
in her favorite campaign. Your competition is great. All sorts of 
ST stores are competing for this extra holiday business, 
for the millions of dollars that will be spent through- 
out the length and breadth of the country during the 
next six weeks. You must make people realize that 
your store offers a really good opportunity for a choice 
of attractive gifts before they will come to your store. 
Small ads, run frequently during the holiday season, 
are more likely to be effective than a few advertise- 
ments of larger space. You should reinforce this news- 
paper ‘advertising with attractive displays of gift mer- 
chandise in your windows, and thus provide another 
invitation to gift seekers to come in and inspect your 
stocks. And when they come in they must find a gen- 
erous display of gift merchandise in your store. You 
must get holiday gift merchandise out where customers 


can see and handle it. ‘And your store should be 
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Small Space Ads, Used Frequently 
Between Now and Christmas, Will 
Prove an Effective Way of Telling 
the Public That Your Shoe Store Is 
a Headquarters for the Purchase of 
Men Like These/ |” Useful and Attractive Holiday Gifts 


























GIFTS HE WILL WELCOME .. . Men like practical 
gifts. Here are suggestions sure to win the approval 
of father or brother, husband or son, or “the young 
man,” who will welcome most keenly a personal gift 
that he can use through the year. 


STORE NAME Men Like These! . . . Don’t ponder or wander. Come 
here and settle the gift problem easily and promptly. 
For we pride ourselves more than ever this year on 
our selection of the sort of Christmas gifts men will 
prefer. 
































Which Would She Like Best? . . . Choose her gift 
from this group of useful suggestions and you'll have 
no doubt that your gift will be welcomed—and USED. 
A constant reminder of you and your thoughtfulness. 


to Get ACTION 


decorated in the holiday spirit. It’s easier to sell 
Christmas merchandise in a Christmas atmosphere. 

It is none too early to start Christmas advertising in 
the newspapers. There will be less than four weeks 
after Thanksgiving in which to sell merchandise in- 
tended for Christmas giving. Hardly more than three 
weeks if you leave out the last-minute shoppers. The 
tendency among the big stores is to start their Christ- 
mas promotions earlier than formerly, thereby lengthen- 
ing the period for holiday selling and increasing the 
potential volume of holiday business. The layouts or 
small holiday ads sketched on these pages may help you 
get your Christmas advertising under way more quickly. 
Following are suggestions for copy to go with the ads 
illustrated herewith, and this copy may be supplemented 
by such references to individual merchandise items as 
you may care to include: 
































FOR HER .. . Pretty, practical gifts, these. Sure to 
win her approval of your good taste, together with an 
appreciation of your thoughtfulness in selecting such a 
practical, useful gift. 


Give Her SLIPPERS . . . Fancy slippers, plain slip- 
pers, any kind of slippers that any woman may prefer. 
And they come in so many pretty colors and patterns 
that you can easily seleet just the one to please her most. 
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in up right faithfulness = 


(NURSE'S PLEDGE AND CREED) 


99 


It is a satisfaction, of course, to know that the nurse’s path of “upright 


faithfulness” has been so often trod in shoes of Evans Kid Leathers. In many 


of the most successful nurse’s shoes our famous tannage, Ruby (black) Kid, 
has been selected as having all the essentials for this important type of foot- 
wear. The shoe illustrated ... manufactured by The P. Sullivan Shoe Com- 
pany ... is from a line of Nurses’ Oxfords noted for their excellent fitting 
qualities, staunch dependability, and long life. The enduring “natural beauty” 
of Evans Kid Leather has contributed in no small measure to building 
up and maintaining this reputation. Evans Leather has a flexibility which 
enhances comfort .. . a distinctive finish that adds a smart touch to any 
shoe — and it retains its smooth surface an incredible length of time. 

John R. Evans and Company 


Camden, New Jersey 


hid 








Approved Nurse's Shoe 
HI-JEAN-IC 
BLUCHER OXFORD 


y 
The P. Sullivan Shoe Co. 
Cincinnati, Ohio 
Style 1296 
Black Kid, Imitation Tip... 
11/8 Leather Heel, Full Rub- 
’ ber Top Lift... AAA to EE 


DEFINITE SALES INFLUENCE 





Above: New high toe-recede last—short fore- 
part. 


Right: A most popular last, wing tip with small 
perforations. 


NEW IDEAS 
IN 


MENS SHOES 
FOR 


SPRING 


STYLES . PATTERNS 
MATERIALS . . COLORS 






Imitation white pig ventilated sports oxford. 





Men’s shoe styles for Spring in the popular-priced 
field will stage a positive revival of the delicate shades 
in beige as well as the entire family of light brown 
colors. Even the banana yellow is to be seen in some 
lines. 

Operators in shoes retailing from $4.00 to $6.50 will 
have a wide latitude of new leathers as well as new 
colors in established finishes from which they will be 
able to build the most colorful line of shoes seen in 
many a season. 






Shoe styles for Spring are not going entirely fancy 
by any means. Volume will still be experienced in 
plain black oxfords—not as many as usual because the 
medium and dark shades of brown will sell in greater 
proportion than in several recent years. 

Factory stylists who have been close observers of 
men’s clothing trends and who have checked their ob- 
servations with important retail buyers are of the 
decided opinion that the coming season will see a great 
many developments in colorful shoes. Many daring 
pattern innovations, which for the present are being 
kept under cover, will be presented to the retail trade 
in due time. 







It is evident, from many contacts made with makers 
of men’s popular-priced shoes, that the men of Amer- 
ica will have a tremendous array of practical styles 
set before them. Shoes so different that sales resistance 
will be reduced to a minimum. 

Aside from the new colors, such as the new gray- 
brown calf, a neutral shade good with all materials 
and the real light yellow, there is a definite swing 
toward the vegetable tannages. Buyers have indicated 
a marked interest in vegetable tanned calf, as their 
recent experience has proved to them that it lies down 
on the wood of the new swing last to perfection. Then 
on the perforated shoes, which promises to be so good, 


the vegetable tanned leather permits cleaner hole 
punching as well as being considerably stronger. 
Suede finished leathers will be particularly good 
next Spring. Gray will lead brown five to one in most 
parts of the country. Gray buck started in the South- 
west four years ago. Its sale gradually spread all over 
the country. This Spring should see it more than 
duplicate the previous performances. April is the one 
best retail sales month for the colored suedes, as soon 
after that the sales of all-whites commence to take the 


lead. 


There is evidently considerable interest in this new 
shade of Spring leather which is in reality a very pleas- 
ing blend of gray and brown, so has many possibili- 
ties. Men are all creatures of habit when it comes to 
colors. They have had black, black, black; then some 
browns and lately a dash of red calf. Now this new 
shade is most practical, as it can be worn with almost 
anything. 

For the real early Spring trade there will be a goodly 
number of conservative shoes sold, except to the so- 
called college trade. A number of shoes have been 
designed especially for the high school-college boys. 
Most of these shoes are in rough husky-appearing 
leather. While they look heavy, they are of soft tan- 
nage, entirely apart from the heavy grains. Reverse calf 
and the soft grain leathers are both included in this 
group. Boys wear shoes of this type until the real 
warm weather comes. 


Outside of the East there is no interest in the Blucher 
pattern. The same story holds true in regard to the 
extreme spade shanks with the possible exception of a 
few high-style shops in Chicago, Cleveland and Pitts- 
burgh. The balance of the country is apparently sat- 
isfied with a modified spade. 


Several lines are featuring oxfords with seven small 
eyelets, not blind eyelets but the regular kind. It is 


Above: Plain toe, soft Norwegian grain in brown 
and black, developed also in white buck and 
white pig. 

Left: Smart new custom last featured in brown, 
burgundy and black calf and also developed in 
white buck and white pig. Sometimes perforated 
on tip and around vamp. 


claimed that the use of seven eyelets will eliminate 
quarter puckering and tend to make a smoother fitting 
shoe. 

Plain toe bals of soft Norwegian, mostly brown, 
have interesting possibilities in many stores. This 
shoe is detailed on a full custom last, having a bit of 
a swing, and carries a medium weight sole. This shoe 
is not designed for old men but for the young fellows 
who like a comfortable sole grain shoe. 

Lasts with quite a little recede on the toe, rather 
high walls, are being accepted as the number one seller 
in most parts of the country. A full custom last is the 
next best according to a poll of many makers of vol- 
ume selling shoes. Short fore parts are good only 
along the eastern seaboard and the South. Texas still 
wants long vamps and the long winged tips. 

Styles are no more sectionalized than ever, but for 
the coming Spring the South will keep away from wing 
The East will not only sell wing tips but will 
have medallions on their straight tips. The Middle 
West will take their tips straight. 


tips. 


NEW IDEAS IN MEN'S SHOES 


A colorful Spring is forecast in the popular price 
men's shoe field, with a wide range of choice in 


both colors and leathers. Thus shoes will keep 


pace with the new trend toward color and pat- 


tern innovations in clothing for men. 
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OUTLOOK 


In the Light of Betterment of Business 


By any standard of value, shoes are the least ex- 
pensive article of dress and the most important. 

Remember that line. Use it in your advertising. 
Quote it and believe in it—for we are not far away 
from the date and time when things are going to 
be graded up. What we don’t want to see is any 
legislative act or bureau recommendation that asks 
the shoe industry to set standards of value or any 
grading structure—A.B.C. or any labeling laws built 
around the theory of protecting the customer through 
internal regulations of the trade. 

We have sounded a warning already on this subject. 
We sound it again. All business should make itself 
vocal as being unalterably opposed to all governmental 
interference with business through regulatory legisla- 
tion based on the fallacious theory that by government 
and paternal regulation industry can be made to per- 
form its function in a strait-jacket of mandatory stand- 
ards, grades, labels, etc. 

Some of us had experience during the days when 
pure shoe laws were considered in many states of the 
Union. A pure leather shoe, in those days, was one 
that was leather complete—sole and heel, counter, box 
toe—in fact, everything but the lining, the stitchings 
and the lacings. With every possible appreciation of 
the interest of the leather man in the sale of his wares, 
yet he, in his economic sanity, would not want to see 
such a law reenacted by bureau mandate at this time 
or in the future. There are qualities of leather as 
variable as the hides and skins themselves. All leather 
is not perfect leather, nor are all parts of the skin of 
similar quality. The idea of protecting the public by 
such legislation is fallacious in these modern days. 

Grade A shoes could not be established on a price 
basis because many a $2 work shoe has more “wear 
power” for the job than a $16 pair of dress pumps 
in similar use. Usage determines standards, selection 
and fit determine acceptability. No grading by price— 
in fact, no grading by any standard—would satisfy an 
industry whose public service extends from the in- 
fant’s cack to the riding boot and at least 167 classi- 
fications of types and character of use. 

We stress this subject at the moment because we do 
not want to see restraining influences placed upon 
business by external forces not conversant with the 
idiosyncrasies of trade. This is a time for all of us 
to remember Abraham Lincoln’s simple definition that 


BY 


Matic d) lle dover 


“Government is instituted to do those things for us as 
we, in our individual capacity, cannot do for ourselves 
or as well.” 

We appreciate the necessities and the economic poli- 
cies that have been made necessary by the depression, 
but as sure as day follows night we are stepping into 
an improved situation and a year of great expectations. 

Careful survey of the leather and material markets 
und direct investigation through representative mer- 
chants indicate to us, quite clearly, the possibility that 
there are reservoirs of demand that will need to be 
filled by good shoemaking in the next six months. By 
and large, the country is short on shoes. It is true 
that we have made in the year 1934 approximately the 
same number of pairs of shoes as we did in 1929, but 
we have not taken into consideration the natural in- 
crease in population. 

We are today servicing the public with fewer pairs 
of shoes, and certainly not better shoes, than what we 
furnished to the public in 1929. What folly to set up 
“standards” when price-economy prevails. 

A movement is evident toward better shoes and more 
shoes in the making in the next six months. It is obvi- 
ous to anyone who has studied the figures of the Census 
of Distribution of 1933, as laid down against the Cen- 
sus of Distribution of 1929, that there are fewer shoe 
stores in business today. These fewer stores naturally 
have lesser stocks. The reserve, or backlog, of stock 
carried by a store to service its public is less in num- 
bers of pairs than it was in 1929. 

So we feel it imperative for the welfare of all 
branches of the shoe industry and the buying public 
that all retail shoe merchants prepare for supplies of 
staple merchandise, to take advantage of the lowest 
economic cost for the inevitable consequences of short- 
age of shoes on the shelf and a shortage of good shoes 
in the public’s possession is a stimulated market. As 
we all know, under the codes, maximum production is 
not possible, and if we have a 30-hour work-week, to 
boot, the inevitable will be shortages, higher prices and 
all the indications of a potential market movement. 
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STYLED TO CUSTOM-BUILT STANDARDS 
PRICED AT A NEW LOW PRICE FOR QUALITY 


Priced at strikingly low levels for such fine quality, the Winthrop Shoe 

me re ‘ If you prefer to investigate the 
now brings exceptional possibilities for fast moving volume to the men’s line in advance, write us for 
fine shoe field. And with it a complete Stock Service, unusual in scope for per Pema renin oo 
shoes of this grade and character. It is definitely a line that will step up Ae 
sales, but it must not be judged on the grounds of price group alone. The 
Winthrop Shoe is truly a men’s fine shoe by every standard of the in- 
dustry. It is a line styled to custom standards, but purposely produced 
and priced by the International Shoe Company to broaden the market 
for quality. Winthrop salesmen are now in their territories. It will repay 


you to consider this proposition carefully when they call. 
WINTHROP SHOE COMPANY » ST.LOUIS »¢ Branch of International Shoe Co. 


j 
The WIN HROP-_/Loe 


Fenhay 0 
$ 6~ | a yy $ 4 BENCH-CUT 


MODELS 


A NEW STANDARD OF ag VALUE IN MEN’S FINE SHOES 








BRAUER BROS. 


feature 


ROSEBAY WILLOW and 
BLACK PRINCESS CALF 


in the well known 


Tange 


FLEXIBLE, INSTEP 





































The selection of Rosebay Willow 
and Princess Calf by this outstand- 

ing manufacturer certifies the excep- 

tional qualities of these tannages. 


The patented construction of the Tango 
Pump has added immensely to the snug 
smartness and superlative comfort of this 
popular type of shoe. To protect these 
advantages, Rosebay Willow and 
Princess Calf are demanded—as both 
tannages are noted for their sup- 

* ple, glove-like feel and smart 
° good looks. 


* 
HI G/LEATHER CO. 


BOSTON 
MASS. 
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AN ADVERTISEMENT BY THE 


ROBERTS, JOHNSON & RAND 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 


SMITH,| WANT T 
CONGRATULATE am THANKS, MR.JONES, | WAS SURE 


OF MY GROUND WHEN YOU GAVE 
dl eee 7 pi ME PERMISSION TO TAKE ON 
CHILDRENS SHOES. POLL-PARROT SHOES. 
MORE POWER TO YOU/ | KNEW THEN THAT THE BATTLE 
WAS HALF WON. 
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By HARRY R. TERHUNE 
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IDEAS 


Field Editor, BOOT AND SHOE RECORDER 


Ml E’VE found that we can 
gain many extra sales on 
shoes by displaying them in public 
places outside the store,” declares 
G. D. Wangsgard, manager of the 
Mary Elizabeth Shop’s Shoe De- 
partment, Salt Lake City. “Re- 
cently displaying a number in the 
lobby of one of the more prominent 
local theaters during a ‘hit’ show 
enabled us to sell the entire show 
troupe shoes from our store as well 
as the many theater patrons who 
saw the shoes. We display a num- 
ber in the same manner in local 
hospitals, better class cafes where 
a regulation shoe is required, and 
in other places where they will be 
seen by many prospective cus- 
tomers. We have had good results 
from this and believe that it has 
sold many pairs of shoes that we 
would not have sold otherwise. 


Ori 
LERKS at the Walk-Over 


store in Des Moines have a 
voice in seasonal shoe purchases, 
according to H. L. Dwyer, manager. 
Each clerk makes some selections 
of his own. Thus, the clerk feels a 
deeper interest in the shoes he sells, 
and strives especially to justify his 
“hunches” with his customers. 

Dwyer is a manager who knows 
how to make every clerk’s experi- 
ence count. One of his clerks had 
had 15 years’ experience in Des 
Moines shoe stores and had a wide 
personal acquaintance with hun- 
dreds of customers. For two years 
he had been out of the shoe selling 
game. Nobody seemed to need 
him, but finally Dwyer picked him 
u 


“] hired him,” he related. “I 


found he was an excellent man, 





and I realized that those old cus- 
tomer contacts he had could be 
made to yield a profit. Together 
we composed letters to many of the 
people he had formerly served, 
telling them of his engagement at 
the Walk-Over store and suggesting 
that they drop in and call for him 
when needing footwear. 

“More than 60 people came into 
the store in answer to those per- 
sonal letters, and most of them 
bought. It is reasonable to expect 
that many will become regular 
customers.” 


OP) 


T= great Marshall Field & Co. 
store in Chicago is making a 
strong bid for their shoe depart- 
ments through having printed in 
very black type the words, “Field’s 
for Shoes,” just to the left of the 


FIELD'S 


Shoes 


meter postage stamps on all outgo- 
ing U. S. mail envelopes. Due to 
post office regulations, we are not 
permitted to reproduce the cancella- 
tion stamp, but the sketch gives the 
idea of how it was used. 














OP! 


greene -WOOD wallpaper 
background in the store dis- 
play window has proven more eco- 
nomical and more effective, particu- 
larly with sports shoes, for the Jos- 
lin Dry Goods Co., Denver. 

The paper is of a light tan color 
and includes the streaks of grain 
and the knots ordinarily found in 
natural wood. The background is 





formed by seven separate sections 
of wallboard, on which the paper 
has been mounted. The sections 
are placed in a sort of semi-circu- 
lar position to conform with the 
modernistic trend of decoration. 
The perspective of the window is 
that the two sides gradually curve 
into the back wall. 

At the rounded corners, and in 
the center of the back wall, the 
wallpapered sections are removable 
so as to provide entrance to the 
window and make possible the use 
of insert sections that present a 
contrast in colors. The remaining 
four sections are stationary, but can 
be removed with very little effort. 
An 18-inch strip of the background 
has been run along the top to hold 
the sections in place and to make 
an attractive border by topping the 
perpendicular lines of grain with 
those placed in a horizontal posi- 
tion. 

According to calculations, the pa- 
per, when cared for properly, will 
have to be replaced only every five 
months. The entire cost of equip- 
ping the shoe window was close to 
$12.50, a remarkably reasonable 
figure, and replacements will not be 
as much, since the wallboard sec- 
tions will last indefinitely. 


OP) 


ITH women showing more in- 

terest in foot comfort, the 
Foot Joy Shop, in Pittsburgh, Pa., 
enjoyed better business than last 
year, according to B. E. Johnson, 
manager. 

“Women are finding a lot of foot 
trouble and seeking relief by wear- 
ing health shoes,” Mr. Johnson 
observes. “Men appreciate foot 
comfort more than women, who 




















BOOT AND 


SHOE RECORDER, 





y paokonepmene}e) 
PAIRS 


1929 


November 10, 


1934 


~ 


1934 


48,000,000 
PAIRS 


OF CEMENTED SHOES 


established to the tune of 48,000,000 pazrs this year 


DU PONT’S CONTRIBUTION 
TO ONE OF THE GREAT ADVANCES 


IX YEARS AGO the manufac- 
S ture of cemented shoes was in 
an experimental stage. Today, 
48,000,000 pairs, or 36.9% of all 
the shoes made for women are ce- 
mented. This growth in the sales 
of these shoes to the discriminating 
women of America has had few 
parallels in footwear history. 

The success of cemented shoes 
has been made possible by the 
invention of improved machinery 
and the development of a special 


IN FOOTWEAR HISTORY 


adhesive. The latter project was 
entrusted to du Pont, because 
du Pont has spent millions of dol- 
lars in formulating many products 
made with nitrocellulose, the base 
on which the new shoe cement was 
to be made. 


First of all, the cement had to 
be suitable for use on the new 
machinery—and further than this, 


REG. U.S. PaT. OFF. 


it had to be resilient, to make shoes 
comfortably flexible, neat and 
stylish, and strong enough to pro- 
vide secure adhesion. 

How well the du Pont cement 
has filled those requirements is 
testified to by the one hundred 
andthirty-one shoe manufacturers 
who are using this cement, and 
the number of cemented shoes be- 
ing sold this year to people who 
appreciate smartness and comfort 
in their footwear. 


E. 1. DUPONT DE NEMOURS & CO., INC. - FINISHES DIVISION - WILMINGTON, DELAWARE 
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seek comfort shoes to get their feet 
in shape for more style shoes. 
Once a man finds a satisfactory last 
he comes back for the same thing 
again, while women want some- 
thing different each time. A lot of 
women are buying our type of 
shoes for walking. 

“We carry a complete line of 
men’s shoes which, while possess- 
ing comfort features, look like 
other fine shoes. We used to be 
conservative in our patterns, but 
our customers can now be comfort- 
able without sacrificing style. This 
has had a lot to do with bringing 
the women around, as they don’t 
want to wear shoes they regard as 
freakish.” 


oFr| 


: a popularity of his daily 
broadcast for the entertainment 
of children has proved so great that 
L. B. Barnett, proprietor of five 
southern California shoe stores, has 
repeated the theme in the window 
of his store in Long Beach. 





Children have come from all 
over town to see the window and 
many have come from towns 30 
miles away, begging their parents 
to make the trip after having heard 
in the radio broadcast that such a 
window was being planned. 

The broadcast, known as “Bobby 
and Betty,” is a daily feature, re- 
citing the adventures of these two 
children in their “magic castle.” 
In the window background is a 
great castle built of wall-board. 
Bobby and Betty, cardboard cut- 
outs, stand well out in front, and 
all the other characters in the con- 
tinuity drama, attached to a moving 





track, move in an endless proces- 
sion in the front door and out of 
the back door of the castle. 

Mr. Barnett credits this daily 
broadcast with increasing his chil- 
dren’s shoe business in the five 
stores more than 300 per cent in 
the last half year. Letters come 
from children as far away as 2000 
miles and children have come from 
at least 60 miles to buy their 
shoes. The plan has proved espe- 
cially good in drawing business 
from the country and from the 
smaller towns where radio plays a 
big part in the family’s entertain- 
ment. It is a real rural business 
builder. 

Questionnaires issued to children 
in several of the smaller cities have 
shown the broadcast to lead or to 
stand near the top in its appeal to 
the little folks. In Whittier a sur- 
vey conducted by the Parent-Teach- 
ers’ Association found it led all 
other broadcasts in popularity 
among the school children. 


OP; 


HUMAKER’S, Louisville, find 

that the position of their hos- 
iery department helps to increase 
their hosiery sales. It is immedi- 
ately next to the wrapping desk, 
and when a salesman brings a cus- 
tomer to the wrapping desk to wait 
till the shoes are wrapped, the girl 
at the hosiery counter engages the 
customer in conversation, tactfully 
showing the new shades, or telling 
about any special price induce- 
ments. She also shows handbags 
and purses. About seven out of 
ten persons buy under these condi- 
tions. 


OP! 


FOSHOLDT of the Children’s 

- Bootery in Long Beach, Cal., 
has greatly increased the sale of 
shoe cleaners and shoe polish by 
dolling up the display with a 
bouquet of flowers picked fresh 
daily. 

A table sits directly in line with 
the front entrance and about 8 ft. 
back from it. It is a round table 
and the cleaners are built up like 
a fence or a wall around the edge 
of the table top. The bouquet sits 
in the center. The fence is kept 
complete and when one package is 
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sold another is immediately put in 
its place. 

Practically all customers in this 
store are women. Women love 
flowers and always notice them. 
There is no better way of pulling 





the eyes toward a shoe polish dis- 
play than to use flowers to do the 
pulling, Mr. Fosholdt thinks. While 
children’s shoes gave this store its 
reputation, a fine stock of women’s 
shoes is also carried at the present 
time. 


OPI 


HE shoe department in the 
Fashion, Columbus, Ohio, has 
been very successful in stimulating 
the sale of an extra pair or two of 
shoes to customers by a system of 
prizes which are given to all at- 
taches of the section. The plan is 
worked out that for each case of 
selling an extra pair of shoes or 
a “double header,” 50 points is 
given the salesman. For two extra 
pairs or a “triple header,” 100 
points are given and likewise for 
three extra pairs there is a gift of 
150 points and for four extra pairs 
200 points. F 
Now these are counted up each 
week, and since most ofthe clerks 
have reached the 1200 points which 
are necessary to be in the prize 
winning, prizes are distributed on 
the basis of the most points. They 
are first, second, third and fourth 
prizes and are paid in money. 
Other points can be won by sell- 
ing a pair of bedroom slippers in 
conjunction with a pair of shoes, 
25 points, two pairs of bedroom 
slippers, 75 points, and a pair of 
galoshes, 25 points. Buckles are 
good for 10 points when sold with 
a pair of shoes. 
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SURPASS 
GLAZED KID 


Watches, spinning looms, or automobiles—a never ending stream 
of seemingly identical entities floats on the endless belts of the 
manufacturers of parts for such precision machinery. The user 
of these parts can only profit when there is uncompromising 
uniformity. 


Infinite care is exercised in the grading and sorting rooms of 
the Surpass tanneries. Chemical and mechanical consistency is 
maintained by frequent tests and measurements in every tanning 
process. And the shoe manufacturer and retailer profit from the 
shipment-after-shipment, lot-after-lot uniformity of Surpass Kid. 


* 


Tanners of Glazed Kid in a complete as- 
sortment of sizes and weights . .. featur- 


ing Black, Blue and Brown for Outside 


Colors; Linings in Pastels and other popu- 
L E A T H E R lar shades. Tanners of Black Glazed Kan- 
garoo. Executive Offices, 9th & West- 


moreland Sts., Phila.; Branches, New 
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FOR THE 1934* 1935 SEASON 


* WOMEN’S SPORT 
OXFORD 

Trim and tailored for sports wear 
—comfortable, too! Especially 
attractive with Sunitex upper, 
brown trim and wing toe cap. 
Other smart color combinations, 
Arch supporting shank, corru- 
gated sole and Sanisole insole. 


* SOFT BALL SHOE 
Specially designed for surer 
footwork and maximum com- 
fort. Molded cleated sole, sponge 
rubber arch cushion, heavy 
ribbed toe cap and bumper, rub- 
ber side and back stays. Men’s 
sizes only, 5 to 12. 


© Copyright 1934, Firestone Footwear Co. 


Every dealer should inspect the Firestone Canvas Footwear line before 
buying. This year it is more important than ever before! Here’s why: 


PRICE? Look at the numerous styles priced to sell profitably at popular prices. 


VARIETY? Yes, plenty of variety of styles. And variety where it counts—in the 
price levels that sell! 


NEW ITEMS? Plenty of new items to meet the recently developed demand! 
VALUE? The name Firestone has always stood for honest values at honest prices; 
WEAR? Firestone Canvas Shoes are tested by actual wear tests. 


WHAT MORE DO YOU WANT? Here’s the line that gives your customers 
what they want, and you what you want—salability, turnover and profits! 


Why not get in touch with the nearest Firestone representative—immediately? 


*SEE THIS LINE 
BEFORE YOU BUY. 
IT MEANS PROFITS 

FOR YOU! 
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MEN’S SPORT OXFORD 


Smart and comfort- 
able for sports wear. 
White duck with 
white eyelets, quarter 
and back stay. Sanisole 
insole, smooth crepe 


welt-effect sole. 


COURTSTER 


A new tennis shoe of 
the highest quality— 
designed by tennis 
stars! Lace-to-toe con- 
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struction. Buffed cre 
sole and sponge ru 


ber cushion heel ab- 
sorbing the pound- 
ing of fast play. San- 


isole insole. Men’s 
and women’s sizes. 


MECCA 


Strong, serviceable, 


attractive—built 


for 


the low price field. A 
variety of popular 
colors in sizes from 
Little Gents’ to Men’s. 
Heavy corrugated 
black outsole of at- 


tractive design. 


T-STRAP PUMP 


Inexpensive, very at- 
tractive. Duck uppers 
and white corrugated 
soles, with Sanisole 


insole. Misses’ 
child’s sizes. 


and 





J Gealid 


November 








MEN’S. SPORT OXFORD 





COURTSTER 








T-STRAP PUMP 


SPECIAL DE LUXE 


A new line in a wide 
variety of popular 


Heavy knurled 


“4 color combinations. 


toe 


bumpers with con- 
trasting color inside 
gum foxings. Sanisole 
insole and cushion 
arch. Men’s, boys’, 
youths’, little gents’ 


sizes. 


THOROGRIP 


The ideal basket-ball 
shoe. Strong canvas 


uppers, ventilatin 
eyelets, loose duc 


lining. Special lasts 
with sponge rub 
heel and arch cush- 


ber 


ions, Armstrong Cork 
insole. Buffed crepe 
or non-slip molded 
sole. Several colors. 


COMMANDER 


Designed for the most 
strenuous outdoor or 
school use. Army 
duck uppers, double 
stitched pig-skin effect 
rubber stays. Sanisole 
insoleand sponge rub- 
ber arch support. Sev- 
eral attractive color 
combinations with 
new contrasting fox- 
ing. Men’s, boys’ and 


youths’ sizes. 


HUDSON, 


MATCHLESS 


“| Same as the popular 
Commander, but with 
j vulcanized crepe sole 
—for indoor as well 
as outdoor wear. 
Men’s, boys’ and 
youths’ sizes. 


Firestone 


FIRESTONE FOOTWEAR COMPANY 


FACTORIES AT 
GENERAL OFFICE...141 BROOKLINE AVENUE, BOSTON, MASS. 


© Copyright 1934, Firestone Footwear Co 
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National Shoe 


ASSOCIATION NEWS 


AND TRADE VIEWS 





Shall Quality in Merchan- 
dising be the Keynote for 


1935 ? , 
by JOHN SLATER 


Former president of the N.S.R.A. and Convention 
Chairman for the 1935 N.S.R.A. National Shoe and 


Convention Week 


/ fi HE shoe retailers’ convention to be held in January 

in New York City, ‘The Isle of Inspiration,’ will 
have for its headquarters the Hotels Commodore and 
Biltmore. This convention shall be a serious attempt to 
erect better standards of shoemaking and of shoe dis- 
tribution. We expect to discuss in open forum the 
emphasis on price, as against the consideration of qual- 
ity, that has been in evidence in American shoemaking 
and shoe distribution in the past months. We believe 
that the American public should be informed primarily 
of the intrinsic value of good shoemaking from good 
shoe materials. Too much stress has been placed on the 
questionable economy of the bargain table and on the 
trend away from firm quality foundations in the manu- 
facture of footwear. 

“National Shoe and Convention Week (January 6-10) 
will be a critical period in the progress of the shoe in- 
dustry. It is at that time that the retailers will meet in 
conference to decide the trend for shoes for the coming 
year. The round-table discussions at this convention will 
indicate the level toward which the grades and prices 
of shoes will tend to gravitate. We believe, also, the 
turning point of the new year will reestablish quality 
shoemaking. It is for that definite purpose—the estab- 
lishment of quality standards for shoemaking and shoe 
distribution—that we should gather here in New York 
City at the scene of our forums, in the Hotels Commo- 
dore and Biltmore. The erection of such purposes ne- 
cessitates the appointment of suitable leaders in the 
trade to carry these purposes to their fulfilment. I 
want to appoint the following committees and to recom- 
mend these leading merchants and shoe buyers of Greater 
New York to the shoe industry as a whole. It is in their 
hands the success of our convention in January lies. It 
is in their hands that we place our hope for a greater 
year in quality shoe manufacturing and quality shoe 
merchandising. The quality merchants of the country 
are coming to our convention in January, and we know 
they will be hospitably received hy these committeemen.” 





General Chairman Slater Appoints 
and President Mittelman Approves 
the following Committees: 


EXHIBIT COMMITTEE 


Chairman, HERBERT G. HANAN..... yo ee Hanan & Son 
Asst Chairman, JoHN LAYCcocK. . ...Hanan & Son 
SS re ree oe Adler Shoe Co. 
,. .... «sss Save Best & Co. 


_....Parker & Diemer, Inc. 
Lee LANGSTON... . _......Normal Shoe Co. 


a Shoecraft, Inc. 


ELMER DIEMER....... 


Murray SCHOTT.............. Julius Grossman Shoes 
fae | ot Re: Wanamaker’s 


_... Abraham & Straus 


THOMAS J. SHERIDAN..... 


Roya C. WEITH. 


PUBLICITY COMMITTEE 


Chairman, Jesse ADLER............... Adler Shoe Co. 
Jos A TE. . coc... os... hon Constable & Co. 
.....Asso. Dry Goods Co. 
amen ....Gimbel Bros. 
_.. French, Shriner & Urner 
_New York City 


Rrirarte na: Stern Bros. 


Eucene A. DUNNE. . 
JosEPH GREENBERG 
F. O. HALE....... 
Se 
Louis SACHAR. . 
es London Character 


.J. McCreery & Co. 


S. WEINGARTEN. 


JosepH A. ZAHN 


ENTERTAINMENT AND PROGRAM COMMITTEE 


Chairman, Maurice Mitter......I. Miller & Sons, Inc. 
vt ee Saks-5th Avenue 
coe ns Jay-Thorpe, Inc. 
....Abercrombie & Fitch 
CHARLES L. THOMPSON ... Oppenheim, Collins & Co. 
ise Bergdorf-Goodman Co. 


MANUEL GERTON..... ' 
Harotp HartT........ 


FrANK A. McLAuGHLIN 


Harowp R. WILLIAMS . 
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Retailers Association 


Convention Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 





REUNION FOR PROGRESS 


Shoe Retailers to Convene in New York 
City in January to Discuss Their Problems 
Headquarters is receiving inquiries 


N. S R. + from shoe men in all parts of the 


country concerning National Shoe and Convention Week 
to be held in New York City—The Isle of Inspiration— 
January 6-l0th, 1935. The basic arrangements for the 
convention have been completed. And we want to 
announce to the shoe world that we have chosen Hotel 
Commodore and Hotel Biltmore for the headquarters 
hotels for the big show. . 


Your committee made a study of the city with a view 
to selecting the most effective center for headquarters 
—we found it in the Commodore and Biltmore. Both 
hotels have had shoe convention experience dating back 
to the famous Brooklyn Style Shows and we hope some 
of the spirit of quality lingers in its walls to impart to 
the 1935 convention the stimulus of being—''The Isle of 
Inspiration." 


The Commodore Hotel is next door to the Grand 
Central Terminus, and is on 42nd Street—the key center 
of New York City. The hotels are adequate in size and 
appointments, particularly in convention halls, to give us 
the facilities necessary for our round-table discussions, 
open forums, fashion runway and banquets. We believe 
that the preliminary plans are adequate to accommodate 
the shoe men of America when they come to visit under 
the banner of the National Shoe Retailers Association, 
and when they come to talk over in friendly fashion the 
problems facing the shoe merchant and the shoe manu- 
facturer in 1935. 


To make these group meetings of value to the greatest 
number of people we are asking shoe men to send in the 
issues they want discussed when January comes around. 


We believe that this is a great opportunity to air all 
the troubles of merchandising. It is the time to decide 
what is to be done with the codes. It is also an opportune 
moment to decide upon the vital issue—What is the best 
way to serve the footwear needs of America in the coming 
year? 


We want you to drop us a line; to tell us if you can 
come to the convention; and to come prepared to receive 
the educational benefits of an interplay of ideas. 


John J. Holden 





Topics for Weekly Store 
Meetings 


Good selling psychology is the result of training and 
experience. Good salesmanship can be developed through 
weekly store discussions. 


Good merchandising can also be aided through store 
discussion of the economies that can be effected through 
skillful selling. Discuss these topics with your salesmen. 


This is a weekly feature of the N.S.R.A. Bulletin 


31. After you have sold a pair of shoes, what is the best 
approach to the selling of hosiery? Buckles and other orna- 
ments? 

32. Suggestions wanted for cutting expenses. While hunt- 
ing for $100 savings don’t overlook a saving of 25 or 50 
cents. Remember 25 cents represents the net profit on a 
$5.00 sale. 

33. How can we put our idle store time to profitable use? 
Phone, letters, stock work, fixing card files, etc. Definite, 
workable suggestions wanted. 

34. Would we do better with fewer styles but more sizes? 
Why? What types or price lines can we eliminate? What 
sizes should we increase? 

35. Suggesting repairing as a service. Does every sales- 
man know our prices on repairs? How can over-emphasis 
on repairing retard the sale of new shoes? Are we doing 
our duty, or the opposite, to suggest a new sole because the 
upper is still good if perspiration has made the inside of 
the shoe unsanitary? Should a retail shoe salesman ever 
wear resoled shoes? 

36. How can we make more profit on end sizes? Would it 
be a good idea to keep all small sizes in one place in stock? 
How can we check our end size customers’ wants so as to 
have the right styles for them? 

37. How can we help check the store’s advertising so we 
will know which ads pull and which don’t? The same re- 
garding window displays also. 

38. How can we build our mailing list? How can we help 
to keep it accurate? How can we use the list to make sales? 

39. What causes most of our markdowns? Bad fit, wrong 
styles, wrong sizes, too late, wrong price, wrong lines, too 
large lots, jobs? 


BP 6 OP EP PP EP EP PE 


ANNOUNCEMENT 


Hotel Commodore and Hotel Biltmore will be 

the Headquarters Hotels for N.S.R.A. Con- 

vention Week, to be held in New York City, 
January 6-10th, 1935 
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Business Mens 


PROSPERITY 
SURVEY 


ERE'S a chance to give voice to your own ideas as to national policies which 
you believe most likely to speed recovery in your line of business. 


BALLOTS like this are being published this month in many business papers 
affiliated with The Associated Business Papers, Inc.—reaching virtually all 
key men in every line of industry, trade and profession throughout the nation. 


USINESS men, nationally, may appreciate an opportunity to express their 

convictions to a strictly non-partisan and impartial body—with the assurance 
that by so doing, business views will be presented effectively to the political, 
banking, industrial, business and labor leaders of the country. 


QUESTIONS on the economic ballot below are prefaced with "In your line of 

business’ to make possible an industry by industry study as well as a con- 
sensus of business opinion in all fields of industry—so let our industry be well 
represented in the responses. 


H 
m 
QO 
O 
z 
O 
£ 
?) 
wo 
> 
oa 
O 
— 
i 


Check your convictions, sign, clip and mail this ballot. 

1. As regards the possibility of Congress adopting a universal thirty-hour work week, do you favor such 
legislation? Yes ( ) No ( ); and if so on the basis of ( ) continuation of existing weekly wages, or 
( ) continuation of existing hourly rates of pay. 

2. In your line of business are you satisfied with enforcement of maximum hours and minimum wage 
provisions now in effect? Yes() No( ) 

3. In your line of business is there obtainable ample working capital—from banks? Yes ( ) No ( ); from 
government agencies? Yes (} No( ) 

4. In your line of business is there obtainable ample investment capital—from banks? Yes () No ( }; 
from government agencies? Yes (} No ( ) : 

5. In your line of business do you favor limitation of industrial output—by government control? Yes { ) 
No ( ); by industry control? Yes () No ( ) 

6. In your line of business do you favor a plan for control of prices—by a code provision establishing 
price fixing? Yes(} No( ); by a code provision establishing an open price plan? Yes() No( ) 

7. In your line of business do you think that government measures now in effect are helping small and 
medium sized enterprises? Yes () No ( ); hurting such enterprises? Yes() No( ) 


TR GE 
Please return this ballot to 

RE aes 8 ic by alias tie Stn The Associated Business Papers, Inc. 
330 West 42nd St., 

NEVO LILLE LALO LE New York, N. Y. 
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THE BOX TOE = * 


hidden from WeW 


yet vitally important 
to the appearance and 
comfort of the shoe. 








THE QUALITY BOX TOE 
WT 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Formal Footwear Windows 


[CONTINUED FROM PAGE 21] 


them desired possessions, should be dis- 
played in an atmosphere of their own. 

If there is any class of shoes that 
calls for dramatic presentation in win- 
dows and interior displays, it is the 
exquisite evening slipper, gracefully 
fashioned of rich materials and ex- 
pressing the ultimate in designer’s art 
and maker’s skill. Day-time shoes may 
be objects of utility and fashion, but 
the gorgeous evening slipper is a thing 
of beauty and a luxury forever. Back- 
grounds of richness set off such shoes 
to advantage, although the simplest of 
settings may be equally effective. A 
graceful chair, with a rich evening 
wrap thrown carelessly over it, and a 
few evening shoes gracefully arranged, 
have often made a most effective eve- 
ning footwear window. A background 
of draped duvetyn or velvet can be 
used most effectively in an evening 
footwear window to replace the more 
common wallboard treatment. 

Too many men are accustomed to 
wear ordinary black shoes with the 
tuxedo, to the detriment not only of 
correct appearance, but also of volume 
sales in men’s shoe stores. If you are 
a men’s shoe merchant, make it one 


of your objectives to teach the men of 
your community by frequent repeti- 
tion in ads and window displays the 
part that shoes should play in the cor- 
rect evening ensemble. We _ suspect 
the men’s shoe wardrobes of the coun- 
try are sadly depleted so far as formal 
footwear is concerned, and this is the 
time to prove to men the need of re- 
plenishment. 

In connection with this subject of 
correct fashion in footwear, it is also 
well to have in mind the fact that im- 
proving economic conditions suggest the 
need of adding to shoe wardrobes in 
various other directions. Sport shoes 
for Winter wear, including the class of 
footwear that should properly be worn 
for the outdoor Winter sports that are 
coming in for a steadily increasing 
popularity, likewise lend themselves to 
dramatic and effective window presen- 
tation. We show such a window in 
one of our illustrations this week, and 
it will be an excellent idea to have in 
mind plans for one or two displays of 
Winter outdoor footwear, including ski 
boots, snowshoes, skates and skating 
shoes, as well as hunting and hiking 
boots, to be featured coincidently with 
the first heavy snowfall. 





Indiana Shoe Buyers’ Week 


INDIANAPOLIS, IND. — The _ Indian- 
apolis Shoe Travelers Association will 
hold its twelfth annual Indiana Shoe 
Buyers’ Week at the Claypool Hotel, 
Indianapolis, on Feb. 10, 11 and 12, 
1935. 

Official headquarters of the associa- 
tion are at Room 527, Washington 
Hotel, Indianapolis. Registration is 
free to all merchants, buyers and sales- 
men. 


Meyer S. Halle 


BALTIMORE, Mp.—Meyer S. Halle, re- 
tired shoe manufacturer, who, until the 
time of his retirement a number of 
years ago, was prominently identified 
with the shoe manufacturing industry 
of this market, died yesterday (Oct. 
30). Mr. Halle, who was 71 years old, 
became associated with the shoe indus- 
try at an early age and remained 
actively engaged in it for many years 
until his recent retirement. 

Mr. Halle was a member of the 
Phoenix Club, the Suburban Club and 
also was a former director of the 
Baltimore Association of Credit Men. 

Surviving him are his widow, Mrs. 
Carrie Mann Halle; two sons, Jesse 
Halle, of New York, and Simon M. 
Halle, Baltimore; four sisters, Mrs. 
Lydia Schenthal, Mrs. Yetta Guggen- 
heim, Mrs. Leon Mann, and Miss Beckie 
Halle, of Mount Vernon, N. Y. 

Funeral services were held from his 
late residence in the Esplanade Apart- 
ments and burial was in Baltimore 
Hebrew Cemetery. 








BOSTON BOOT AND SHOE 
CLUB PLANS FOR SEASON 


Maxwell P. Gaddis, president of the Boston 
Boot and Shoe Club, says: 

"There can be no compromise with Quality. 
The business graveyard is filled with tomb- 
stones of those who started out with a high 
standard of quality and fine quality ideas 
but who, under the pressure of competition 
cheapened their product to meet a price. 
It just won't work. 

"On Wednesday night, November the 14th, 
1934, we start the 1934-35 Boston Boot and 
Shoe Club Meetings and dinners at the Statler 
and this year we plan on even bigger and 
better things for our Club. 

“From 1888 to the present time we have 
never compromised with QUALITY. This year 
will be no exception and | urge you to get the 
full benefit of this year's program by attend- 
ing the first and the succeeding meetings." 

Secretary Thomas F. Anderson has an- 
nounced that Dr. Crawford O. Smith of 
Brookline will be the speaker Nov. 14, his topic 
being "The Harvest of Dictators." 


Black Leads in St. Louis 


St. Louis, Mo.—Retail sales in St. 
Louis were rather disappointing for the 
month of October. The good old alibi 
of unseasonable warm weather was 
generally given. The big run on browns 
has stopped, and black is now in the 
lead with suedes still in first place, but 
with Trebark closely following. 

Buyers predict that Trebark will last 
through the Winter and are hoping that 
suedes will follow suit. Evening slip- 
per business has picked up consider- 
ably over a year ago. All buyers agree 
that there is more action in the better 
quality shoes than in the lower grades. 
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Reed Sales Conference 


RocHEsTER, N. Y.—The semi-annual 
sales conference of E. P. Reed & Co. 
was held at the factory in Rochester 
the week of Oct. 22 to 27, with the en- 
tire selling organization assembled for 
a discussion of the advertising and 
selling program for the coming season. 

H. A. Burch, upper leather buyer, 
presented the company’s fashion re- 
search findings. Mr. Burch is a repre- 
sentative of the National Boot & Shoe 
Manufacturers’ Association on the shoe 
industry’s Color Advisory Committee 
which cooperates with the Textile Col- 
or Card Association in selection of 
leather colors. 

In commenting on the extensive Reed 
line for Spring, Mr. Burch said: 

“Our fashion group and designing 
department have carefully analyzed our 
needs, and after studying all the mate- 
rials and colors, have selected leathers 
which will be most suitable for our 
use. Our patterns directly reflect the 
tempo of contemporary American life. 
Our leathers have the diversity of col- 
or, surface texture and finish essential 
to quality footwéar.” 





Sign Posts to Progress 


[CONTINUED FROM PAGE 19] 


—that shoes are one article of wearing 
apparel that cannot be played around 
with as far as fit and quality are con- 
cerned.” 

By way of illustrating the change in 
buying trends, John H. Rogers, proprie- 
tor of the Gerhart Shoe Co., told how 
hard work it is to take $10.00 away 
from a woman for a pair of style shoes. 
On the other hand, he mentioned that 
there was no trouble at all in convinc- 
ing her of the necessity of paying 
$10.50 for a pair of utility shoes. Ac- 
cording to the way he dopes it out, 
many women who formerly wore $12.50 
style shoes dropped down to the $4.00 
and $5.00 shoes during the past two or 
three years. They are now buying 
style shoes around $8.50. The only 
hope for the independent merchant, as 
he sees it, is to develop the trade in 
quality merchandise. 

This is another store that is definitely 
grading up. 


Glamorous Is the Word 


[CONTINUED FROM PAGE 16] 


are also plenty of simple pumps, almost 
always trimmed with brilliant orna- 
ments. 

Dress silhouettes are divided with 
two opposing camps. Probably 60 per 
cent are slim and moulded and very 
often slit. The other 40 per cent are 
full skirts—in “stand-alone” fabrics 
like taffeta or heavy velvet ... dresses 
of definite period inspiration. These 
period clothes are fine for the dress 
business because they use up yards 
of very expensive material. The slim 
skirts are good for the shoe business 
because they show up slippers. And, 
fortunately for us, the slim line has the 
majority vote right now! 






























BOOT AND SHOE RECORDER, November 10, 


This New Catalog of Kreep-A-Wa Slippers 


1934 


To Retail at $1.°° to $1. 


Means Extra Xmas Profits for You 


















Suan) We. 


MAKERS OF 


Kreep-A-Wa Rest Time Sippers 


. Casino Sandals 


DaNsSvVILLE, N.Y. 


There is a copy of this beautiful new Blum 
Catalog waiting for you today. It will tell 
you in a clear and concise manner how 
Kreep-A-Wa Rest Time Footwear can make 
this Fall and Winter season the most profit- 
able and most successful from every point 
of view—that you have ever had. Forty-eight 
slippers are illustrated. The smartest and 
most comfortable types and styles for every 
member of the family, and in addition 
there are presented many worthwhile mer- 
chandising ideas and advertising assistance 
for your use. Counter and Window Display 
Cards and Newspaper Advertising Mats, as 
shown are yours for the asking. 


Write for your catalog today. It’s 
ready for you! 
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MILES 
and 
MOHAWK 



























Combine to supply beauty and distinction 
to this Long Island store 


HIS STORE of Miles Shoes, Inc., metropolitan 
4 yet wanted something unusual, as well as some- 
thing durable and attractive in floor covering. Miles 
spoke to Mohawk. And Mohawk supplied the Wilton 
Carpet you see above. This Wilton, distinctive in pattern 
and color, with the name “Miles” woven in, provides 
enduring beauty to the entire store at low cost, and does 


its part in helping sales. 


Mohawk is constantly serving shoe stores throughout 
the country with carpeting in all domestic weaves— 
Chenille, Wilton, Axminster, Velvet and Tapestry. 
There are different grades of each. A Mohawk Carpet 
Specialist will help you select the right grade, pattern 
and color for your store. And it is surprising how mod- 
erate in price you will find Mohawk Carpeting. 

This Advisory Service is FREE—and carries no 
obligation on your part. Address the nearest Mohawk 
Office, or Mohawk Carpet Mills, Contract Carpet 
Department, 295 Fifth Avenue, New York City. 


REGIONAL SALES OFFICES 


Atlanta Detroit 
Boston Los Angeles 
Chicago Philadelphia 
Dallas San Francisco 
Denver Seattle 


Des Moines St. Louis 





Moh 


MOHAWK CARPET MILLS 
295 Fifth Avenue, New York, N. Y. 
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Dollar Volume in Sales De- 






















. @ 

clines Less in Shoe Stores 

[CONTINUED FROM PAGE 15] 

Total H 

No. Shoe Store Sales Retail | 
Shoe Stores (000 omitted) Sales 
1929 1933 Dec. 1929 1933 Dec. Dec. 
LOUISIANA ........... 232..207.. 11% $8,149. .$4,839.. 41% 45% 
New Orleans .......... 146..135.. 7%  5,634.. 3,253.. 42% 36% 
Shreveport ............ 24.. 21..12%  1,266.. 727.. 42% 40% 
NEBRASKA .......... 228..156.. 31%  5,346.. 2,747.. 49% 51% 
Te Re 21.. 17.. 19% 506.. 395.. 22% 44% 
ne 53.. 35.. 34%  2,280.. 1,260.. 45% 37% 
OKLAHOMA .......... 190..149.. 21%  6,957.. 3,479.. 50% 57% 
Oklahoma City .. ...... 28.. 24.. 14%  2,068.. 1,191.. 42% 56% 
eS 27.. 27.. —— _—-1,982.. 1,028.. 48% 51% 
OREGON ............. 163..102.. 37%  4,764.. 2,099.. 56% 51% 
Portland .............. 79.. 52.. 34%  3,176.. 1,478.. 53% 49% 
TENNESSEE .......... 183..157.. 14%  8,522.. 4,346.. 49% 49% 
Chattanooga ........... 18.. 17.. 5% 1,260.. 601.. 52% 45% 
Knoxville .........000: 16..17.. 6%+ 912.. 630.. 31% 50% 
Memphis ............. 52.. 39.. 25%  3,221.. 1,263.. 61% 54% 
Nashville ..........0- 43.. 36.. 16%  1,764.. 1,026.. 42% 44% 
VIRGINIA ............ 231..203.. 12%  8,544.. 5,333.. 37% 40% 
Norfolk .......cceeees 53.. 42.. 21%  2,027.. 1,078.. 47% 41% 
Richmond ............. 44.. 47.. 6%-+ 2,358.. 1,655.. 30% 36% 
Roanoke .............. 16.. 17.. 6%+ 961.. 608.. 37% 45% 
GEORGIA ............ 214..163.. 24%  8,631.. 4,947.. 43% 44% 
EE inci id ean dines 64.. 40.. 37%  4,405.. 2,314.. 47% 48% 
MER 5 50:s vice vows es 19.. 13.. 31%  681.. 449.. 34% 40% 
I os, ania kdle 18..17.. 5%  714.. 327.. 54% 42% 
Savannah ............. 32.. 22.. 31%  917.. 647.. 29% 41% 
I ei ae aiutd 569..445.. 22% 13,431.. 7,373.. 45% 51% 
Cedar Rapids .... .... 25...17.. 32% 731.. 410.. 44% 43% 
Davenport ............ 22.. 15.. 32% 746.. 303.. 59% 59% 
Des Moines ........... 45.. 34.. 24%  2,051.. 1,562.. 24% 39% 
Sioux City ............ 20.. 12.. 40% 789.. 396.. 50% 49% 
WASHINGTON ........ 278..207.. 25%  9,487.. 4,747.. 50% 52% 
akan ceas 77.. 53.. 31%  4,334.. 2,028.. 53% 49% 
BED occoeivpaasaaee 30.. 20.. 33%  1,166.. 566.. 51% 49% 
IE cicita ddntes vi 29.. 25.. 14%  1,048.. 606.. 42% 53% 
WISCONSIN .......... 801. .642.. 20% 19,760..10,291.. 48% 50% 
Milwaukee ..........-. 207..148.. 28%  7,914.. 3,546.. 55% 49% 
eg cyena ge 37.. 28.. 24% 919.. 399.. 56% 59% 


Birthday Cake for Children 


SoutH Benp, Inp.—The first anniversary of the 
opening of Wonderland, the children’s department in 
the Paul O. Kuehn shoe store, 120 South Michigan 
Street, South Bend, was the occasion for bringing 
nearly 3000 children and their parents into the store 
for souvenirs and slices of birthday cake. 

Mr. Kuehn and the manager of the children’s de- 
partment, H. R. Schwebler, staged an entertainment 
that created much good will for the store. Chief Fast 
Cloud, a Delaware Indian, visited the schools of the 
city and distributed invitations to the birthday party. 
He also received the children in the store. Pieces of 
birthday cake were given out to juvenile visitors. 

The Wonderland department sales in the Kuehn store be 
are showing a substantial gain over preceding months. 
Lines carried range in price from $1.95 to $3.95 in 
the children’s sizes, and from $2.95 to $4.95 in the 
youths’ sizes. 
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AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 













[8] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 

y this feature. The last is grooved so that the insole saddle 
fits perfectly into the recessed section of the last. 


[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
Look for this stamp practical value in the shoe. 


UNITED LAST COMPANY 


on “Down To The 
BOSTON, MASSACHUSETTS 


Wood” lasts. 
When writing advertisers please mention Boot and Shoe Recorder 
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THE TURN SHOE 


SUPREME for GENERATIONS 
and ALWAYS an ARISTOCRAT of SHOEMAKING 


The smartest women everywhere 
wear shoes made by 
The Goodyear Turn Process 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








When writing advertisers please mention Boot and Shoe Recorder 
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Middle Atlantic Merchants Oppose 
Sales Tax in Principle 


York, Pa.—Directors of the Middle 
Atlantic Shoe Retailers Association 
went on record as being opposed to a 
sales tax, either state or national, as 
being unethical and unfair to the re- 
tailer, at a meeting held here on Sun- 
day, Oct. 28. President Edward Reine- 
berg of York was in charge of the 
meeting. 

The association, through its direc- 
tors, stated that if the state legislature 
insists on a sales tax, that they will 
enly submit to a tax that will be col- 
lected from the consumer. 

The directors voted yes on the 
Chamber of Commerce of the United 
States referendum No. 67, which calls 
for a revision of the National Govern- 
ment’s budget system. 

Plans for the 21st annual business 
meeting and exhibition, to be held on 
Jan. 21, 22 and 23 in Atlantic City, 
were made at the meeting. The con- 
vention was awarded Atlantic City over 
the bids of Philadelphia, Baltimore and 
Washington, D. C. The headquarters 
of the convention will be the Madison 
Hotel. Delegates will be quartered in 
the Hotel Monticello and the Jefferson 


Hotel. Reports received from various 
localities indicate the largest attend- 
ance in the history of the association 
at the meeting. 

President Reineberg, in opening the 
meeting, cautioned the directors they 
must guard against new taxation both 
Federal and state and attacked the 
present method of distributing foot- 
wear to the needy. 

Cal J. Mench, managing director and 
secretary, was another speaker. He 
declared that the shoe industry is again 
leading the nation out of the depres- 
sion. He asserted that there is a 
higher feeling of confidence in the in- 
dustry as a whole than since 1929 and 
that their stocks are more liquid now 
than at any time during the past 25 
years. 

Attending the meeting were: George 
M. Garman, Philadelphia; Charles 
Kahn, Williamsport; C. Fred Bikle, 
Hagerstown, Md.; B. W. Shaub, Lan- 
caster; Milton M. Benheim, Wilming- 
ton; Gordon Evans, Scranton; Warner 
Pearce, Washington, D. C.; Cal J. 
Mench, Philadelphia; President Reine- 
berg, and Mose Leibowitz, York. 





Business Good in Des Moines 


Des MoIngEs, Ia.—V. E. Meline, pro- 
prietor of Meline’s Shoes, 800 Walnut 
street, for the past two years, says 
business with his store is ahead of the 
records of a year ago but still not suf- 
ficient to proclaim boom times arrived. 
The dispensing of corn hog checks will 
not materially affect business for about 
60 days, he believes, and even then is 
offset by the thousands of families on 
relief through the state and in the 
city. 

Tree-bark shoes are going over big 
at both Meline’s and DeArcy’s in this 
city, and have been featured in adver- 
tising and window displays. Suedes 
are still going strong in most local 
stores, although some declare suedes 
have been light with them this Fall. 
Blacks and browns are still selling 
about evenly. 


Big Sales in Slippers 


FALL River, MAss.—House slippers 
are selling like hot cakes at the wom- 
en’s shoe department of MecWhirr’s, 
large department store, according to 
Oscar Dube, who tells us he has sold 
more slippers for the time of year than 
for any similar period he can recall. 

In fact, the sales record at this time 
of year is somewhat baffling to this 
buyer and manager who did not expect 
such record sales. The slippers were 
not featured in any publicity or in win- 
dow displays but, as usual, have been 
well displayed at the department. 

The trend indicates to Mr. Dube that 
the approaching Christmas season 
should be a good slipper season because 
these items are apparently popular. 
His purchases in slippers have been 
large, and he anticipates a fine volume 
of business. 


Prize Window Winner 





E. W. Quintrell, display manager of Elder & 
Johnston Company of Dayton, Ohio, adds nine 
ribbons to his record for window display 
work. At the recent convention of the Inter- 
national Association of Display Men, two 
of his windows qualified for first prizes. 
In addition to these prizes awarded to 
Mr. Quintrell this year are his prizes won in 
Chicago, 1932; Boston, 1931; Chicago, 1930; 
New York, 1930; Chicago, 1929; Toronto, 
Canada, 1928, and Detroit, 1927, for displays 
entered in contests. 





DATES TO REMEMBER 


National Shoe Retailers Association An- 
nual Convention (New York), 
Jan. 6, 7, 8, 9, 1935 
National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 
Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
RAGE onc cccecces Jan. 20, 21, 22, 1935 
Middle Atlantic Shoe Retailers Associa- 
tion (Atlantic City). ..Jan. 21, 22, 23, 1935 
Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis... ... Feb. 10, II, 12, 1935 
















































Its soothing properties are 
apparent the moment it is 
sprinkled on the feet . .. 
or into the shoe, by clim- 
inating the troublesome 
bacteria from the pores, the 
affjiction quickly disappears. 
You can sell dozens of this 
item within a very 

time. Simply observe moist, 
smelly shoes. A can retails 
at 50c. Wholesale price is 
$4.00 per dozen. 














BOOT AND SHOE 





that is the time when you can learn whether or not the customer's feet perspire 
excessively .. . causing unpleasant odors. You will find this to be a fact in 
many instances. It offers you many opportunities for making an extra sale and 
an extra profit by recommending the use of 


D! Scholl's 
SHOE DEODORIZER 
AND STERILIZER 


It is so simple to explain . . . it is sprinkled into 
the forepart of the shoe . . . the shoe to remain 
unworn just for twenty-four hours, while the De- 
odorizer and Sterilizer does its work. 


This is a special preparation, compounded from 
specific chemicals, that sterilizes the inside of shoes 
by destroying bacteria and fungi spores, the cause 
of Epidermiphytosis, Ringworm, “* Athlete's Foot,” 
and other skin irritations. 


It prevents reinfection from shoes or slippers'and 
checks excessive perspiration. To be used in shoes 
only. Put up in an attractive bottle with screw cap 
that is interchangeable, a spray attachment being 
put on for effective sprinkling of the preparation 
into the shoe. 


No more soaked and prematurely worn out shoe 
linings . . . no more foot odors . . . when your cus- 
tomer sprinkles this very effective, neutralizing and 
germ destroying agent into the shoe, regularly. 


Ever-so-many of your customers should be using 
this Dr. Scholl’s Shoe Deodorizer and Sterilizer . . . 
in order not only to destroy such germs that create 
Athlete's Foot . . . itching feet and toes .. . but 
which should be used for the purpose of neutralizing 
foot odors and sterilizing the shoe—where it needs 
sterilizing—on the inside. 


Here is another fast seller! 3 The Scholl Mig. Co., Inc. 
Di Scholls = Beanie 
BROMIDROSIS POWDER | 


This preparation should be recommended by you in every case 
where the feet perspire excessively and for malodorous feet 

(Bromidrosis). This is the direct remedy for such conditions. It $4.00 per dozen. 
can be sprinkled on the feet, between the toes and into the shoe. 


Please fill the following order: 


NAME 


RECORDER, 


(Mail to nearest office) 


—_ Doz. Shoe Deodorizer and Sterilizer, complete, 


_______Doz. cans Bromidrosis Powder at $4.00 per dozen. 
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ATTENTION 
SHOEMEN! 


Here is an unusual opportunity for 
you to offer the customer an item 
that will be gratefully received... 
and at the same time it gives you 
extra sales. Watch for moist, 
smelly shoes. 

@ 


This retails at 50c, complete, in- 
cluding long-stem, curved sprin- 
kler. The wholesale price is $4.00 
per dozen. Place your order today 
—mail the coupon below. 








ADDRESS 





CITY & STATE 








MAIL THIS NOW! | 
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CLEVELAND. — The Arch Preserver 
Shoe Shop at 1507 Euclid Avenue has 
just taken a unit fronting on the 
Bulkley Building Arcade, but connect- 
ing with the Euclid Store at the rear, 
thus making the _ store L-shaped. 
The new section will be devoted to the 
orthopedic department. 

This shop is one of the most beauti- 


November 10, 





1934 






Cleveland Store Is Enlarged 


ful shoe stores for women between New 
York and Chicago. It features Selby 
Tru-Poise and Arch Preserver shoes. 
Elmer A. Clark, proprietor, has been 
known as one of Cleveland’s leading 
shoe men for the past 27 years, stand- 
ing nationally as an expert in shoe 
styling, having been asked to serve as 
a member of the N.S.R.A. 





Florida Business Good 


MIAMI, Fia.—E. J. Saunders of the 
Crittenden Bootery Co., operators of 
a number of stores throughout Florida, 
reports that business throughout the 
state has not only held up very well 
during the summer,—the supposedly 
“dull” season in Florida—but shows 
an advance of 41 per cent over sales 
volume of last season. The price level 
has risen and better merchandise is be- 
ing sold. Suede is the popular leather 
for Fall wear—fully 30 per cent of 
total volume being this number. It has 
taken sales pressure to push this item 
but the results have justified the ef- 
fort. Black and brown share about 
equally—sales show approximately a 
fifty-fifty call for the two colors. Dark 
blue is good only in glazed kid. The 
popular trend for dark accessories is 
having an effect on the dark shoe sales 
right now. Patent leathers did not go 
well; they enjoyed a brief period of 
perhaps six weeks popularity, then 
absolutely faded from the picture. Met- 
al trim has been and is good, particu- 
larly in the higher price range. 


Sales Match 1930 Figures 


CHICAGO, ILL.—Retail sales in the 
Walk Over shoe store this Fall are 
matching the business of 1930, accord- 
ing to Manager Carl H. Fleissbacher. 

“At no time during the past four 
years have we had so many of our old 
customers coming back to buy our shoes 
as we have experienced during the past 
three months,” says Mr. Fleissbacher. 
“These people are buying the same 
quality shoes as they previously wore, 
and furthermore the selling of several 
te a customer is not the task that it 
was only several months ago.” 


Correction 


In a news item in the Oct. 27 
issue referring to the opening of the 
new Cannon Shoe Company store at 
7757 West Vernor Highway, Detroit, 
it was erroneously stated that M. Rat- 
ner of Shamokin, Pa., was the owner. 
Mr. Ratner is the owner of the build- 
ing in which the store is located, but 
not of the business, 
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IN STOCK 


Boys’ Popular Priced 
RETAILERS 


SPORT AND DRESS 


Write for illustrated folder of complete line 





No. 453—Brown calf 
bal oxford, leather sole 
and heel. Times Square 
last. In stock sizes 1-6, 

3 widths. Price 
$2.55. 











Excelsior’s line of Men's and Boys’ shoes 
have long been known for style, quality 
materials, excellent workmanship, and 
accurate fitting lasts. An efficient in- 
stock department aids the merchant 
who features Excelsior footwear in at- 
taining a faster ratio of turnover, and 
a more profitable business. 


MEN’S SMART STYLES 
in the popular priced 
range. Complete illus- 

trative folder on re- 







No. 404— 
Brown elk blu ox- 
ford, shark tip, 
leather sole and 
heel. Rocker last. In stock sizes 
1-6, B, C, D widths. Price $2.55. 


Sapa nnee ett 











THE 


EXCELSIOR 


SHOE COMPANY 


Portsmouth, Ohio 
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You Repeat Your Profits with 


“America’s Finest Comfort Shoes”’ 






















RIGHT AND LEFT 
EXTRA FINE QUALITY PATTERNS TO ASSURE 
SNUG-FIT AT ANKLE 


PIG LEATHER INSOLE 
































SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 





CELASTIC TOE BOX 
FOUND ONLY 
IN HIGHGR. 

FOOTWEAR 

































SCIENTIFIC SEWED 
HEEL SEAT 



























































VENTILATED NEW SPRING 100% NAIL.LESS HEEL 

FOUR AR VENTS GIVE AND ELASTICITY SEAT, NO NAILS TO i 

OGRCULATION TO EVERY STEP PUNCTURE FOOT Sh m » = val 
bridge Building — 












Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
trade ... the Marbridge Building. 
Come and see them before you buy! 





The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and "nail-less’ 
features are virtually non-competitive. Send for our Catalog of 
Men's and Women's Shoes. 

Beware of Imitations ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


f ohn Un Matic 
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THE BUYING POWER 
OF UNION MEN | tie D 








gctol 


SHOE Many merchants find that the Union- 
Made stamp has greater drawing power 
than lines which are nationally advertised. 
This Union-Made stamp in Racine Shoes 
is, therefore, an important sales feature. 
It shows that each of our lines is fash- 
ioned from American materials by expert 







in your town Is greater 
than you realize, but 
easily attracted to your 
store if made a feature 
of your window trims and 
of your advertising. There are thou- 
sands of American Federation of 
Labor men in every town who are very 
loyal to their crafts and make loyal 
customers of the store which features 
shoes bearing their Union Stamp. 













Union American shoe 






craftsmen affiliated 
with the A. F. of L. 



















Details and 
catalog sent 
on request. 


Racine-made shoes aid you to capital- 
ize this business-building value for 
your store. 











To Retail 










The Doctor Shoe $7.50 to $9.00. | | 

The Racine Shoe $6.00 to $6.50. } 

The Authentic American Shoe at $5.00. COM PANY 
ae. ial \ outon mace d 

The American Eagle Shoe at $4.00. RACINE witsconstnwn 
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Krupp & Tuffly Sales Gain 
34 Per Cent 


L. F. TUFFLY 


Houston, TEx.—Krupp & Tuffly re- 
port that business in the Southwest is 
certainly on the up-grade. Their Sep- 
tember sales showed something like a 
34 per cent increase and October starts 
off equally well. 

“If conditions hold like they are now 
for the next two or three months, it 
certainly will be a blessing to all re- 
tailers,” says L. F. Tuffly, the head of 
the house. 


Daugherty Made Manager 


NIAGARA FAs, N. Y.— George L. 
Daugherty has been appointed general 
manager of Silberberg Bros., one of the 
largest retailers of men’s and boys’ 
shoes in Niagara Falls, it was an- 
nounced by Arthur Silberberg, presi- 
dent. Mr. Daugherty will assume his 
new position about Oct. 29. He has 
been associated with LaSalle & Koch 
Co. of Toledo, Ohio, for several years. 
He succeeds William A. Armstrong, 
who resigned several months ago to be- 
come merchandise manager for the Buf- 
falo unit of E. W. Edwards & Son. 


Howard Hahnet Assistant Buyer 


CINCINNATI.—Howard Hahnet has 
been made assistant buyer and manager 
of the Mabley and Carew’s better shoes 
department. Mr. Hahnet has been with 
the Mabley and Carew Co. as a sales- 
man in the shoe department for the 
past six years. He says pin tucks have 
been the most outstanding shoe for 
them this season. They are in black 
and brown with contrasting stitching. 
Sales of both colors run about equally. 
Suedes in combinations also very good. 

Mr. Hahnet also said that one in- 
dication of better times is the big in- 
crease in the sale of riding boots. They 
have had large sales in the Jodphur 
especially. These are priced at $6.45 
for both men and women. 


Mr. Hahnet is assistant to E. E. 
Held, merchandise manager of the 
Mabley and Carew Company. 


Block's Celebrates Birthday 


SEATTLE, WaSH. — Crowning the 
achievements of 10 years in the shoe 
business and the founding of a little 
$50-a-month rental shoe store which 
has grown to a_ million-dollar-a-year 
shoe business, Max H. Block, head of 
Block’s chain of 16 shoe stores in 
Washington and Oregon, staged a 
tenth anniversary birthday party. 

Operating four retail shoe stores in 
Seattle alone, he has been giving birth- 
day presents of silk stockings and slip- 
pers to women and two pairs of socks 
to men customers. Moreover, Mr. Block 
has taken the occasion on his tenth an- 
niversary to announce that plans have 
been made for immediate expansion of 
a number of new links in other west- 
ern states in the near future. 


Help Hospital Fund 


New York. — Benjamin Kellner, 
president, and Harry Bass, treasurer, 
the two youthful executives of the 
Kitty Kelly Shoe Company, have set 
a quota of $5,000 toward the $100,000 
fund to be raised by the Beth David 
Hospital for the purchase of a new 
building. Both Mr. Bass and Mr. Kell- 
ner have recently been elected to the 
Board of Trustees of the Beth David 
Hospital, and are lending their strong- 
est efforts to augment the funds of this 
institution. 


What's New 


Shoe Patent to Perley G. Flint 


BROCKTON, Mass.—Patent rights on 
a new type shoe, to protect shoe seams 
from moisture, have been granted by 
the Patent Department at Washington, 
to Perley G. Flint, president of the 
Field & Flint Shoe Co. of Brockton. 
Although commercial rights have been 
assigned to Field & Flint Shoe Co., it 
will be some time, it is expected, be- 
fore the new invention will be able to 
be used in regular production. 

According to Mr. Flint the invention 
ic made possible through a waterproof- 
ing compound which is applied between 
the inner sole and outer sole, so as to 
protect the seams themselves from 
moisture. Thus the shoe, so made, will 
be better able to withstand inclement 
weather, in addition to which it is also 
expected the shoes will keep their shape 
indefinitely. 


Harvey Conn with Winthrop 


St. Louis.—Harvey Conn, formerly 
with the Vitality branch of Interna- 
tional, is now with the Winthrop Shoe 
Company, new men’s specialty branch 
of International, and is covering the 
Pacific Coast. 






































eSmartly Styled 
Popularly Priced 
Completely Stocked 


Riding Boots 
Of Character 


O'Donnell's still pursue 
the same policy — THE 
BEST QUALITY OBTAIN- 
ABLE FOR THE MONEY 
IN EVERY PAIR OF 
BOOTS—that successfully 
marked their pioneering 
efforts for more popular 
priced boots. Aristocrats 
were then and still are the 
Monarch of them all. 


Aristocrats are 
carried on the 


floor 
Sizes and widths } 


for 
Men 
Women 


and 
Children 


See our entire line 


Drop us a line and we will 
gladly have our representa- 
tive call to show you our 
complete line, or let us send 
you our instock catalog. 


O'Donnell Shoe Co. 


St. Paul - - Minnesota 
New York Office: 531 Marbridge Bidg. 
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Riding Boots 
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| RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 


~ 

















SHOE Co. 





JUSTIN BOOTS 


A COMPLETE LINI STYLE: 
STOCK AND Custom MADEN ( 


Riding, Cowboy and Lace Boots ) ; 
‘ ‘rite 


w: 


for Catalog X ‘ 
H. JUSTIN ASO, ne 


e 


6 
¢ 











LARGEST 
BOOT STOCK 


in America 
Th. 4 and t P A 
For Immediate Delivery 


Men, Women & Children’s 





Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL Co. 


1239 Broadway 
New York City 




















Shoe Firm Incorporates 


CINCINNATI, OHIO.— Papers have 
been filed with the Secretary of State 
chartering the Longini Shoe Manufac- 
turing Co. with a capital of 2550 shares 
of no par stock, located at 6665 Iris 
Avenue, to manufacture boots, shoes 
and other classes of footwear. The in- 
corporators are Ira M. Longini, Charles 
Longini and Etta Longini. With the in- 
corporation papers was filed permission 
from Ira N. Longini for permission to 
use the name, which is similar to the 
name of a firm which has been operat- 
ing a factory for some years. 








All Purpose 
shoe 
Jor Hunting, Golfing, 
TRACK , Mountain CunsinG, 


Riding, Walking, Sports, 


Evening Dress 














ss" 





Paul C. Williams of the Keystone Shoe 
Stores, Inc., in Wellsburg, West Virginia, says: 
“Having come in contact with a great num- 
ber of those ‘lady customers’ who say: ‘I 
don't know what | want,’ | submitted the 
problem to our sign writer, Oscar Calloway. 
“Here is the fruit of his labor, which | thought 
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might be of interest to every retailer. | might 
add that a shoe of this type would put far 
into the future those gray hairs that are 
creeping up on the average salesman. 

“We trust that you will benefit mankind 
by sponsoring and printing this humble con- 
tribution to the good of our order." 





Store 
Changes 


Rushton Shop Refurnished 


Los ANGELES, CAL.—C. W. Rushton, 
who operates the women’s shoe and 
hosiery departments in Peterson’s Shop 
for Women at 738 West Seventh Street, 
Los Angeles, has doubled the size of 
his shop, completely refurnished it, and 
redecorated it, making it one of the 
most attractive in the city. 

The walls have been finished in an- 
tique ivory, reflecting in the decora- 
tions the modern spirit. These have 
been flanked with seven foot mirrors 
which alternate with modern type, in- 
directly lighted shadow boxes. 

The ivory wali treatment and the rust- 
toned broadloom carpet make a fitting 
background for the new furniture, 
which is done in pigskin in beige piped 
with rust and contrasted with chro- 
mium. Occasional Oriental throw rugs 
add a further touch of richness to the 
department. All service furniture has 
the hollow metal frames, but tables and 
occasional chairs bring in a classic 
touch with their ivory wood frames. 

Mr. Rushton has the distinction of 
being the only shoe merchant in the 
West specializing exclusively on the 
larger size shoes in fine footwear, con- 
fining his stocks to sizes 6 to 11 and 
widths AAAA to EE. A complete 
range in each style from sports to even- 
ing footwear is carried in each of the 
specialized sizes and widths. 

An order received the other day by 
mail gives Mr. Rushton a customer in 


the last of the 48 States, prior to that 
he found himself sending shoes to 47 
of the 48 States. Outside of California 
a State lying twenty-five hundred miles 
away has the greatest number of Mr. 
Rushton’s customers. The beauty of 
catering to a special clientele, Mr. 
Rushton says, is that such clientele will 
stay by you no matter where they move 
to. Women from other parts of the 
ccuntry visiting Los Angeles learn of 
Rushton’s department, make one pur- 
chase there and then order all their 
shoes by mail when they go back home. 

The policy adhered to in the shoe sec- 
tion is adhered to also in the hosiery 
section, only the finer qualities being 
kept in stock and over sizes and extra 
lengths having the right of way. The 
office is at the side of the salon and the 
stock rooms at the rear. 





Cornell's Changes Address 


MiAMI, FLA.—Cornell’s, located for 
many years on East Flagler street, has 
moved to 229 Halcyon Arcade, No. 4. 
Cornell’s is exclusive agent for Foot- 
saver shoes in southern Florida. 





Modernizes Store 


SAN Pepro, CAL.—The Gallen Kamp 
shoe store, located at 303 West Sixth 
Street, managed by E. Blake, has re- 
cently been treated to a new modern 
front with deep show windows. A new 
tile entrance recess also adds to the 
store’s attractiveness while the interior 
has been re-arranged. 
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A 
Picture of Profits 


They look like Kangaroos to you? 
They are! 


They’re the strange animals from far off 
Australia whose skins are tanned in this 
country to become the superb leather from 
which men’s street and dress shoes of genuine 
Kangaroo are made. 


Kangaroo is a “natural” for retail shoe 
dealers. Strong (17% stronger, weight for 
weight, than any other leather used for 
shoes), as soft and as light as kid, and so 
finely textured that it will take a high brilliant 
polish, it brings customers back, and keeps 
them more than satisfied. And with the ap- 
peal of the sales story that can be woven 
around the central idea of one of the world’s 
strangest animals, it offers an advertising and 
ne opportunity that is hard to 
equal. 


Kangaroo is a perfect picture for profits for 
the shoe dealer. Get in this picture yourself! 


AUSTRALIAN TANNED IN 


KANGAROO AMERICA 


Surpass Leather Co., Philadelphia 
Richard Young Co., New York 
Ziegel Eisman Co. - - Boston 


When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Trees 
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QUICK PROFIT ITEM ° 5()é 


SIMPLEX SHOE TREES 


SELF ADJUSTING 
A Gentle Squeeze 


RETAILER 


FoR mtn 












inserts or Removes ano WOMEN 
vomoue Simplex 
SALES PLAN SHOE TREE 


159 NORTH MICHIGAN AVENUE: CHICAGO |! 





New Process White Patent 


Boston — After years of research, 
the Colonial Tanning Company has just 
perfected a new process for the manu- 
facture of white patent leather. It 
is being sampled by some of the lead- 
ing shoe factories throughout the coun- 
try. 









INDEPENDENCE, KAN.—An unusually 
beautiful and somewhat novel new 
shoe store was opened here recently by 
Fred Geckeler’s, well-known local shoe 
firm which has been engaged success- 
fully in the retailing of high-grade 
footwear since 1893. 

The entrance is inviting and, with 
the black and white color scheme, 
stands out distinctly at 111 North Penn 
Avenue, where it makes a splendid ad- 
dition to the modern fronts of the en- 
tire block. 

Inside the real beauty of the store is 
evident from the moment one steps in- 
side. The ceiling, with rounding con- 


nections with the sidewalls, gives a 
unique and pleasing effect. 


The floor 
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coverings are luxurious, and the new 
customer chairs, with metallic frames 
and soft, comfortable seats and backs, 
add much to the interior appearance 
of the room. 

Geckeler’s Shoe Store has stood on 
this same site for more than 40 years, 
and Fred Geckeler began selling shoes, 
under his own firm name and in this 
same location, June 1, 1893, after buy- 
ing the store and business from his 
former employer. 

June 1 of last year Mr. Geckeler 
celebrated his 40th year in business at 
the same stand. Two sons, Forrest and 
Lewis Geckeler, are associated with 
him in the business. 








Adds New Lines 


CuicaGo, ILt.—The M. L. Rothschild 
store has added a line of girls’ shoes in 
the three to six run and are calling 
this their “Teen Department.” This 
new section is operated in conjunction 
with the women’s shoes and is on the 
same floor as women’s shoes. 

Dressy and school girl types of shoes 
are carried. The new department has 
been successful from the start as it 
attracts many women who like the 
popular low heeled varieties, as well as 
the girls who feel that they have out- 
grown the children’s section. 


Wetherby-Kayser Opens 
New Men's Store 


Los ANGELES, CALIF.—The Wetherby- 
Kayser Shoe Company of Los Angeles 
has opened its eighth store at 536 
West Sixth Street, a shop for men, fea- 
turing only quality shoes and special- 
izing on a certain brand of shoes rang- 









ing in price from $12.50 to $21.00. A 
more popular price brand under the 
company’s own label is also being 
stocked. 

A. J. La Boissiere, known in the 
shoe industry as “Mr. B.,” is the man- 
ager of the new shop and is assisted 
by J. P. Todhunter, also a veteran Los 
Angeles shoe men. “Mr. B.” has been 
with the Wetherby-Kayser Shoe Com- 
pany for twenty-four years, in recent 
years the buyer for the men’s depart- 
ment in the Flower Street store. He 
began his retail shoe career with the 
R. H. Fyfe Company in Detroit, Mich., 
in 1889. In his forty-five years he has 
served but three employers. 

The new store is finished in typical 
“Monterey” style, the woodwork being 
done in weathered antique. Several 
years ago this same company conduct- 
ed a store in the same location, the 
development of the street as a busy 
shopping street warranting the return, 
“Mr. B.” states. 

This is the second new shop this com- 
pany has established this year, the 
other being on Wilshire Boulevard. 
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Regional Meetings Inspire 
l. Miller Dealers 


GEORGE MILLER 


New YorkK—Special I. Miller & Sons 
dealer conventions are held twice a 
year, primarily for the purpose of pro- 
moting advanced styles for the coming 
season. This year the regional meet- 
ings have taken place in Dallas, Chi- 
cago and New York. 

Through these conventions, I. Miller 
dealers are inspired to continue adher- 
ing to high standards of quality, and 
enjoy a volume business through the 
good will and confidence of their cus- 
tomers. By such inspiration, retail- 
ers become better equipped to give qual- 
ity service to their customers. 

The problems discussed at these 
meetings were so informative and full 
of interest that those attending felt 
they were greatly aided in the solution 
of their individual problems. Irving 
Grossman, sales manager for I. Miller 
& Sons, and director of these regional 
meetings, told a story of shoe trends, 
advanced styles and how they can be 
applied intelligently to the shoe busi- 
ness. Customers’ reactions were studied, 
also the response of certain vicinities 
to style trends. Problems, promotions, 
business fallacies, all were taken in 
hand, and carefully studied. 

George Miller, president of the firm, 
and also president of the Shoe Fash- 
ion Guild of America, who has recently 
returned from the I. Miller Paris of- 
fice and a tour of the fashionable resort 
places, brought back with him many 
new notes with relation to the change 
of fashions in women’s footwear. Mr. 
Miller feels that America is leading 
in style as far as attractive footwear 
is concerned, Hollywood playing a 
strong influence in the creation of new 
style precedents. American women en- 
joy American atmosphere as they find 
their own styles are better suited. 
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Something to |, 
Talk About... 


\ 


It is a quality heel — and furthermore, 
that exclusive wire mesh makes 90% of 
the thickness available for wear. That’s sits 
giving the wearer lots more for his money 
—and giving more for the money is the 


way successful manufacturers and re- wenten Ohta eee 
poem | ag of the ordi- 
nary heel. 


tailers get that way. 


PANTHER PANCO CO. — CHELSEA, MASS. 


PANCO 


STA-TITE 


CACHES; 
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Bowling Shoes 


| eh 


BOWLING SHOES 


PRICE 
Women’s 
$2.25 5¢ less 
Combination Sele 
Right Foot 
Rubber Sole 
Rubber Heel 












Men’s 
$2.35 






Buckskin Sol 
in Sole 
eaten Rubber Heel 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 
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Men's and Women's 
Slippers 
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EVANS’ SLIPPERS 

Hand turned — Cement 
AQ Padded Sole 

For Men, Women, Children 
A 77 Styles in Stock 


Send for Catalog 
No. 1435R 
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Wakefield, Mass. 


Hosiery Protectors 


EE ee 


WALK-EZIE 


PRONOUNCED WALK-EASY 


Stocking Pnotectow 


are SEAMLESS 

and SMOOTH 
There are no back- 
seams on WALK- 
EZE’S to 
the heel. 
why they are the 
outstanding leaders 
in the field. 

ORDER FROM 
YOUR JOBBER 
Manufactured by 
Onondaga Hide & Leather Co., Syracuse,N. Y. 



























Mathis Shoe Store to Modernize 


GRAND Rapips, Mico.—Mathis Shoe 
Store company of St. Louis have taken 
out a permit to install a new store front 
at their local store, 97 Monroe avenue, 
N. W. The construction will cost $3,500. 
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SOUTHWOOD B. MORSE 


St. Louis, Mo.—Brauer Bros. Shoe 
Co. have recently concluded their semi- 
annual sales meeting. This conference 
was under the supervision of South- 
wood B. Morse, vice-president in charge 
of sales and advertising. Style ideas 
from the road men were thrashed out 
with the factory’s stylists so that the 
line represents the combined judgment 
of many minds, rather than the ideas 
of a few. As a result, it is more ex- 
tensive than ever in pattern and last 
variations. An advertising campaign 
of great magnitude, which embodies 
many dealer helps was adopted. 

Two men have been added to the 
sales staff. Frank J. Flood, who will 
cover all New England, New York 
State, New Jersey, Delaware and the 
cities of Philadelphia, Baltimore and 
Washington. Salesrooms will be in the 
Marbridge Building, New York City. 

Fred V. Banister, who has been with 
Brauer Bros. for the past seven years 
in an executive capacity, will take to 
the road, traveling the entire Pacific 
Coast territory. He will make his home 
on the Coast. 

The balance of the sales staff is as 
follows: E. C. Cooper, Iowa, Minn., the 
Dakotas and Wisconsin. C. O. Hard- 
castle, Alabama, Kentucky, Mississippi 
and Tennessee. Bob Hass, Arkansas, 
Kansas, Louisiana, Missouri, Nebraska 
and Oklahoma. Thornton Mathews, 
Florida, Georgia, the Carolinas and 
Virginia. 

E. H. Miner, Maryland, Ohio, Penn- 
sylvania and W. Virginia. George J. 
Sennhauser, Illinois, Indiana and Mich- 
igan. Roy Sudling, Texas and the 
Rocky Mountain states. 
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Whats 
Selling 


60 Per Cent Grains 


Los ANGELES, CALIF.—Sixty per cent 
of all the shoes: being sold right now 
in the men’s shoe department at Silver- 
wood’s downtown store, Broadway at 
Sixth Street, are grain leathers, accord- 
ing to Mike Kalsman, buyer. 

Of that 60 per cent nearly nine- 
tenths are brown and one-tenth black. 

The other 40 per cent of the volume 
is made up mostly of black, practical, 
plain shoes for older men. 

Inasmuch as gross sales are running 
practically 20 per cent above those of 
last year Mr. Kalsman feels his policy 
of centering advertising on one shoe 
as he has done these last two years is 
a correct policy. Right now 152 bill 
boards, several of them brilliant with 
Neon lettering, are showing Silver- 
wood’s heavy Scotch brogue leader, 
the windows are full of it and the 
newspaper advertising is stressing it. 

Incidentally the heavy Scotch brogue 


‘campaign has had its influence on the 


sale of heavy plaid woolen socks. These 
are in especially bright colors, shown 
in mass display on a table centering the 
department. One number sells at two 
pairs for a dollar and one at three for 
a dollar. Not an ounce of pressure is 
used. When a young man buys a pair 
of shoes a pair of plaid hose is thrown 
in his lap and he is asked how he likes 
those. The result is a greater number 
of pairs of hose are sold than shoes, as 
the average young man under 22 years 
of age takes either two or three pairs. 
Practically half of the shoe customers 
buy hosiery at the same time. 
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Women's Shoes 
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Are You Prepared 
For the 


Slipper Season? 


Slippers well dis- 
layed mean extra 
usiness — send us 









No. 9675 Bik., Bengaline Ribbed Pique 
Vamp, Imt. pig lea. padded soles, fancy 
ornament to match linings, covered heels, 
Colors, Blk & Blue, Blk & Coral, Blk & 
Green. 3 to 8 60c 
Write for our 12 pr. assortment of styles 
and colors for selection. Price range 50c 
to $1.00 pr. 
Terms 5% 10 days 


EAGLE SHOE CO. 


Reading, Pa. 
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RECORDER HELPS 


for YOUR CHRISTMAS ADVERTISING and DISPLAYS 





USEFUL 
GIFTS 
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POSTER IS PRINTED IN RED AND GREEN 


ORDER v TODAY! 


BOOT AND SHOE RECORDER 
239 West 39th Street, New York City 


Enclosed is our check (or money order} for 


for which send us the 
following material post paid. (Orders without 
check will be shipped C.O.D. plus postage.) 


Santa Claus POSTERS 
Santa Claus SHOW CARDS 
Santa Claus POSTERETTES 


(with name and address below imprinted) 


Sets of MATRICES 


Copies of 50 IDEAS for 
CHRISTMAS ADVERTISING AND DISPLAY 


= POSTERS» XMAS COLORS 


Powerful posters in Christmas green and red. Size 
14x18 inches. Very effective for window displays 
and store decorations. Heavy, Durable Paper 


10 for $2.25 50 for $6.00 
25" 3.50 100 “ 10.00 
MATCH 


2. SHOW CARD POSTER 


These display cards are printed on ten ply card- 
board—Size 9x13 inches. Fine for windows, coun- 
ters, ledges and so on. 


6 for $1.50 


I5 “ 2.00 
3. POSTERETTES w'xu'covors 
Same colors as poster, Size 2!/>x134, inches. Printed 
on gummed stock. For packages, etc. 


IMPRINTED WITH YOUR NAME AND ADDRESS. 





25 for $4.50 
50 " 7.50 





$10 per |,000—Additional $5.00 per |,000 


PRINT NAME AND ADDRESS CLEARLY 


4. ILLUSTRATIONSmarrices) 


Mats of the poster illustration are made in one and 
two column sizes for newspaper and direct mail 
advertising use—one color. 


SET OF MATS—TWO SIZES—70¢ SET 


5. BOOK of IDEAS 


50 IDEAS for window backgrounds, store decora- 
tions, merchandise displays—salespeople's contests 
—Christmas letters, folders, post cards—customer 
contests—ideas to interest children—Show card 
wordings and copy starts—hosiery club idea— 
traveling display idea—etc., etc.—A great collec- 


) $1.00 








50 IDEAS FOR CHRISTMAS 
ADVERTISING AND DISPLAY 





When writing advertisers please mention Boot and Shoe Recorder 
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KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 
IN STOCK 

No. 156 Black 
Kid $2.35 
VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
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6 6 Eo 











NS SA LL TE ENT EEE 
R. NEUMANN & CO. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
oy Infants’ Soft Soles...0-3 
Intermediates 
Flexible Hard Soles. .2-8 
Send for In-Stock 
Catalog 





MRS. nays IDEAL BABY 
Locust St. Danvers, Mass. 














To Show Spring Line 


BRATTLEBORO, VT.-—Dunham Brothers 
Company of Brattleboro, Vt., whole- 
salers and distributors of leather and 
rubber footwear, have announced that 
about Nov. 1, their forty salesmen will 
begin showing the trade from Maine 
to Florida their new Spring and Sum- 
mer lines of low and medium priced 
footwear. 
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Walk and Be Graceful 









@ Follow ‘this walking schedule and watch the pounds melt away! Walk briskly, 
swinging from the hips, with your toes pointed straight ahead. Keep your head up 
and breathe deeply. Then let your scales tell the story! 

















FIRST DAY: 


SECOND 
DAY: 





REST OF 
WEEK 





SECOND 
WEEK: twice daily. 





THIRD WEEK: 





FOURTH 
WEEK: 





TACK THIS CHART UP NEAR YOUR SCALES! 


Take it easy. Cover a mile (20 city blocks) by walking 
10 blocks (5 blocks and return) twice. 


Try two miles. Walk 10 blocks and return, twice. 


Cover three miles a day, walking 20 blocks and return 
once, and 10 blocks and return once. 


Make four miles a day, walking 20 blocks and return, 

Your quota is five-and-a-half miles daily. Walks 27!/, 
blocks and back, twice each day. 

Seven miles is easy now! Walk 35 blocks and back, twice 
each day. Keep up seven miles daily as your quota 


from now until your figure is as slim as it should be. 


It's FUN to walk weight away in PEDEMODES! 





Keep track of 
your weight hero 

































The new consumer catalog of Julius Grossman shoes contains this interesting 
chart, which suggests a practical way to reduce by walking, with benefit to health 
as well as to the figure. 





Fixture Firm Moves 


PHILADELPHIA, Pa. — The Arrow 
Decorating & Fixture Co. of this city 
has made a change in its address, al- 
though not in its neighborhood, being 
located now at 7 North Fourth Street, 
instead of 34 North Fourth. 

The new building gives the house 
much better opportunity for the dis- 
play of its products than the old. Both 
side walls of the show room are worked 
out in the form of display windows, 
dressed and equipped to show the ap- 
Flication of the products of the com- 
pany to various retail businesses, among 
which shoes form a most important 
part. 

The central space in the show room 
is devoted to the display of window 
fixtures, in addition to those used in the 
dressed windows. Increase in business 
volume and giving opportunity for bet- 
ter service to their customers are stated 
as the reasons for the change, which 
was made on Oct. 20. 





Los Angeles Travelers' Exposition 


The Shoe Travelers’ Association of 
Los Angeles is perfecting plans for its 
fourth semi-annual exposition at the 
Biltmore Hotel, Los Angeles, California, 
January 16-17-18, 1935. 

This exposition will be held in con- 
junction with that of the retailers of 
Los Angeles. There will be no fees 
of any kind and no charges for exhibit- 
ing or for registration. 

Elaborate plans are already under 
way with the assurance that the various 
branches of the industry, particularly 








the Travelers, are putting every effort 
into making this exposition come up 
to the standard set and maintained in 
previous years. 





J & K Sales Conference 


CoLumBus, OH10—The Julian & Kok- 
enge Co., manufacturers of shoes for 
women, announced that the semi-annual 
sales conference will be held at the 
company’s office on South Front Street 
Nov. 5 and 6, and the travelers will 
leave for their territories immediately 
carrying the new line of samples. The 
plant is now being operated at about 
a two-thirds capacity schedule, but 
this will be increased with the influx of 
new orders. 

Herbert N. Lape, Sr., president of 
the company, left recently for Wil- 
liamsburg, Ontario, to visit Dr. W. H. 
Locke. 





New Express Office 


Boston—For the benefit of manu- 
facturers, wholesalers and stores which 
ship merchandise by rail or air express, 
the Railway Express Agency has 
opened a new office in the downtown 
shopping district at 37 Bedford Street. 
Additional services to be rendered in- 
clude issuance of money orders and 
travelers’ cheques. 





Kornhauser Made Manager 


SANDUSKY, OHI0o— Andrew Korn- 
hauser of Chicago, is managing the new 
shoe department recently opened in the 
William S. Frankel store here by the 
Wohl Shoe Company of St. Louis. 
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“How nice 


| they look inside!” 




















Swecessful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


REG.U.S. PAT. OFF. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











Salesmen Wanted 


One of the largest established 
manufacturers of women’s Arch 
Type Shoes that retail at $5 is 
desirous of securing salesmen who 
are carrying other non-competing 
lines, to carry their line of IN 
STOCK Shoes in the following 
territories: (A) Missouri and 
Kansas; (B) Oklahoma and Arkan- 
sas; (C) Iowa and Minnesota; 
(D) Colorado, Nebraska and the 
Dakotas; (E) State of Texas; (F) 
New England States. Only such 


There Are Probably Not More Than a Dozen Shoe 
Salesmen Who We Think Are Qualified to Answer This 
Advertisement 


A prominent New England manufacturer of women’s $4 retailers, firmly established with 
Big Operators, is about to place his line with retailers just under this classification. He 
has openings for four salesmen in key territories East of the Mississippi River, and South 
(except New England). Only men with established following with well rated accounts, 
accustomed to selling in case lots to a shoe, and able to finance themselves need apply. 
This advertisement offers these men an exceptional opportunity to become connected 
with a manufacturer of unquestioned integrity, whose product is outstanding in its grade. 
Address D-919, care Boot & Shoe Recorder, 239 West 39th Street, New York, N. Y. 

















SHOE SALESMEN: Take orders for Sport 
Cleaner and Whitener—1935 Season—Used 
on all white shoes and far superior to other 
Whiteners.—Sells in volume—Biz Commissions 
—Let us show you. THE HOUSE OF 
FAYRIN, 361 Baxter Ave., Louisville, Ky. 


XPERIENCED shoe salesman wanted for 

Western Ohio and Michigan to sell women’s 
novelty shoes on a commission basis. Address 
D-923, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ALESMEN to sell a popular priced line of 

Stitchdowns and Puritan Welts to retail 
trade and department stores. All territories 
open. Commission basis only. May be carried 
as side line. State territory and references in 
first letter. Arenberg-Plotkin Shoe Co., Scran- 
ton, Pa. 


ALESMAN for Indiana; fair amount of 
established business; may handle as side line; 
straight commission, settlements twice monthly. 
Chippewa Shoe Mfg. Co., Chippewa Falls, Wis. 











POSITION WANTED 


POSITION WANTED 





men as can furnish first class refer- 
ences need inquire. Give refer- 
ences and territory desired in first 
letter. Address D-910, care Boot 


& Shoe Recorder, 239 West 39th 


St.. New York City, N. Y. 














POSITION WANTED 








recommend this man too highly. 





WE CANNOT RECOMMEND THIS SALESMAN TOO HIGHLY 


Manufacturer of many years standing has been forced to distribute its output to 
retail trade direct. Would like to find position for salesman who has been with 
them for more than 12 years selling the volume trade. We repeat, we cannot 


Address D-924, care 
BOOT & SHOE RECORDER, 239 West 39th Street, New York, N. Y. 








O you want a first-class man to merchandise 

a ladies’ Shoe Department—one thoroughly 
experienced in window trimming past ten 
years? Now employed present firm period three 
years. Very good reason for wanting change. 
A-1 reference as to business ability, etc. Ad- 
dress D-925, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








TO LEASE 


UNUSUAL opportunity Dallas, Texas, 
wealthiest city of South—best central shop- 
ping district—store—two floors, profitably oc- 
cupied last ten years by unit of medium priced 
shoe chain, now being reorganized and forced 
to relinquish lease. For particulars write Frank- 
lin, 611 Linz Bldg., Dallas, Texas. 














Capable Man Available 


For advertising, sales promotion 
and office work. Has had valu- 
able experience and years of ser- 
vice in the shoe field. Can pro- 
duce exceptional material for all 
advertising purposes. Desires con- 
nection with manufacturer or retail 
chain at “bread-and-butter” salary. 
High grade record and references. 
Address D-916, 
BOOT & SHOE RECORDER, 
239 West 39th Street, 
New York, N. Y. 














CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication “ 
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POSITION WANTED 





WANTED TO PURCHASE 





EXPERIENCED RETAIL SHOE MAN 
AVAILABLE—I have been successfully oc- 
cupied in the retail shoe business for the past 
23 years and have had considerable experience 
in the capacity of salesman, manager, window 
trimmer and buyer. Owing to unusual condi- 
tions arising in my present place of employ- 
ment, I am open for a eta with a good 
retail organization that is looking for a man of 
experience, initiative and unquestioned loyalty. 
Best of references furnished. For further par- 
ticulars address D-927, care of Boot & Shoe 
ee 239 West 39th Street, New York, 








BUSINESS OPPORTUNITY 





SHOE concessions wanted, medium quality, 
commission basis, near or in Philadelphia. 
I. Finkel, 825 So. 4th Street, Philadelphia, Pa. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











FOR SALE 





Is there someone in the United States who will 
invest $4,200 CASH to purchase high grade 
shoe store including fixtures—low rent—near 
Metropolitan New York doing $10,000 yearly 
NOW at 35% markup? Excellent reason for 
selling. No attention paid to auctioneers. Ad- 
dress D-926, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





WANTED TO PURCHASE 








CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 


WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs” 
88 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef ohees 
from m»nufacturers, jobbers or retallers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5877 and 5378 











CASH PAID 


FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 

















Sales Gain in New Store 


ATLANTA, GA.—Byck Brothers, who 
on Sept. 5 opened their new store at 
203 Peachtree Street, report that they 
have enjoyed a splendid increase in 
business since making the move, and 
officials of the store are more than ever 
convinced that the change from their 
former location was a wise one. Not 
only has the store done a larger busi- 
ness in its new location, it is stated, 
but the demand has been for a much 
better class of shoe than was ex- 
perienced in the Whitehall Street loca- 
tion. 





Browns Good in Atlanta 


ATLANTA, GA. — Retailers in both 
men’s and women’s shoes report that 
this is the best brown season they have 
seen in a number of years. Some stores 
report that 50 per cent of their sales 
are of brown shoes, as compared to 
a much lower percentage last year. 
Fall sales, due to warm and sunny 
weather, have not been up to normal 
this year, but are expected to show 
definite increases as soon as the first 
“cold snap” arrives and Fall rains be- 
gin to set in. 











90 HOT IDEAS 


TO PEP UP YOUR 


CHRISTMAS < 
ADVERTISING \ 
and DISPLAYS 


Ni 
N 


@ ONE DOLLAR BRINGS you ideas) 


for window backgrounds, store decora- (VU 


tions—merchandise displays—sales 
people's contests; Christmas letters, 
folders, postcards—customer contests— 
ideas to interest children—show card 
wordings and copy starts—hosiery club 
idea—travelling display idea— 


EVERYTHING TO MAKE YOURS / 
A SNAPPY CHRISTMAS STORE Ye 


[eee mm mmm ewww ee ee ew eee eee meee eee ene eseee 


BOOT AND SHOE RECORDER 
New York City 


239 West 39th St. 


Here's my dollar—send me at once 50 IDEAS 
: for CHRISTMAS ADVERTISING AND DISPLAY 


Address 









b 





f 


- 


“oX.1 § 


| dozen 25¢ 








CHRISTMAS PRICE TICKETS, 
WINDOW DISPLAY CARDS, and COLORFUL 
BACKGROUNDS NOW AVAILABLE 


Write for colored circular illustrating beautiful 
backgrounds; also for samples of tickets, and 
sales messages on cards. 





Size: 14%" x 2%” 

Appropriate Holiday designs in bright greens and 
reds on snow-white backgrounds. 
mas tickets will create the Holiday spirit needed 
in your windows. Available in popular denomi- 
nations and blanks. 


Check with order, please, unless C.O.D. preferred. 


BOOT AND SHOE RECORDER 


Merchants Service Department 
209 South State Street 


“X.2” 











These Christ- 


6 dozen $1.10 12 dozen $2.00 


Chicago, Illinois 
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Next Week 


HAT the interest in so-called special fea- 

ture shoes, those which embody some 
scientifically developed principle of correc- 
tion or fit, is steadily increasing, is a fact 
that must be apparent to every shoe man. 
In a large measure this development is the 
result of co-operative effort on the part cf 
practical shoe men on the one hand and 
physicians, surgeons and other scientific in- 
vestigators on the other. It is helpful for 
the shoe man who is interested in feature 
» shoes, to broaden his viewpoint through 
contact with ideas developed by the foot 
surgeons and men of science in the field. 

Dr. Norman D. Mattison is an authority 
who has contributed many _ illuminating 
articles along this line to the RECORDER in 
recent years. So it is especially pleasing to 
be able to announce another interesting 
article by Dr. Mattison for our November 
17th issue. In it this thoughtful student of 
the foot suggests a number of ideas that 
we believe will prove highly stimulating to 
all who are interested in feature shoes. 

Harry Terhune continues his swing through 
the mid-western drought region and tells 
how courageous and resourceful shoe men 
are reacting to conditions there. 
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THE EXCLUSIVE AND 
PATENTED FEATURES 


ARE RECOGNIZED 


AND WANTED 


Alert shoe merchants, and leading shoe 
departments, several hundred of them, 
make KALI-STEN-IKS their leader. The 
reason is obvious!! Their brother shoe 
merchants overseas are showing a like ap- 
preciation for merchandising advantages 
which KALI-STEN-IKS possess because of 
their SEAMLESS QUARTERS, their finer 


appearance, and their finer quality. 





1934 


More satisfied customers result when you 
supply them with the fitting values found only 
in KALI-STEN-IKS, plus their trig patterns 
and their fine styling... for KALI-STEN-IKS 
keep good feet healthy! Catalogue showing 
details of this rare merchandising feature, and 


in-stock numbers, sent on request. 





DAVID JONES, LTD. (OF SYDNEY, AUSTRALIA) 
R. W. CAMERON & CO., INC. 


BUYIN JG REPRESENTATIVES 
6-10 BRIDGE STREET 
NEW YORK 


Gilbert Shoe Co. 
Thiensville, Wis. 


David Jones, Ltd. 
86 Castlereagh St. 
Sydney, N.S.W. Australia 


Dear Sirs: 


We have a request from Messrs. David Jones 
Ltd., Sydney, for copy of your latest catalogue 
and price list of Children's Shoes. Kindly favor 
us with these at your earliest convenience. 


If you feel that sample pairs of one or 
two of your most popular numbers would be of 
assistance in bringing the line to their notice 
you may send them, either direct to Sydney or to 
us. On receipt of covering bill, in duplicate, we 
will remit for the cost of these. In this con- 
nection please note to comply with the Australian 
Customs regulations--shoes must be stamped 
“Leather Free from Barium Salts." 


Yours faithfully, 
Whi 


SEAMLESS QUARTERS 


No Back Seams 
Inside or out 
To rip or tear 
To wear out stockings 
To rub sores on 


tender heels 


BULB SHAPED HEEL 
PATENT No. 1,885,598 


THE GILBERT SHOE CO., THIENSVILLE, WIS. 


NEW YORK - 541 MARBRIDGE BLDG. 


LOS ANGELES - HAYWARD HOTEL 





Vol. 106. No. 11. Published every week by the Boot and Shoe Recorder Publishing Co., 239 W. 


St., New York, N. Y. Entered as second class matter, Sept. 10, 1925, 


d 39th 
at the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 
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Early Spring plans for 
smart street and town 
footwear feature Gabar- 
dine prominently. Re- 


membering last year's _ 


splendid success, it's not 
hard to see why. Gabar- 
dine was one of those 
instant hits that make 
selling history. 


This year Gabardine is 
going to be even more 
important in the shoe 
style picture. 


J. Einstein Gabardine 
. . . the only Gabardine 


woven exclusively for 


shoes. . 
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| J-EINSTEIN- INC: ONE PARK AVENUE: NEW YORK 
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Apr y HEEL s take a bow 


“ 


Get Spaulding Coun- 
ters for that extra 
strength in the heel 
seat that keeps the 
quarter standing up— 
like this. 


as 


Don’t lose a customer 
because of an inferior 
counter that breaks 
down in service and 
lets the quarter sag 
—like this. 


PAULDING 


Counters 


“Made tn North Rochester, N. H. 


For years these merry gentlemen, better known to the shoe trade as 
Spaulding Counters, have set an unexcelled standard of quality—of 
fit—and of dependability. Manufacturers have praised their strength. 
and flexibility, and the way they fit the last at every point—outside and: 
inside, heel seat and quarter . . . shank and arch, too, when the counter 
goes that far. Dealers, knowing the all-important comfort they build 
into a shoe, acclaim them as the one best way to assure customer satisfac-’ 
tion and repeat business. 


To these tributes for their splendid performance, Happy Heels bow 
their warmest thanks. The good work, they promise us, will be carried 
on. In the weeks that follow they will appear many times to take you be- 
hind the scenes and give you—in their own whimsical way—the interest- 
ing story of Spaulding Counters. Watch for them on this page. 


NO OTHER PART OF THE SHOE MEANS SO MUCH...AND COSTS SO LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 
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Cross-section view of Vogue Heel. Note that there 
are no washers. A beveled lamina@d wood base 
is used instead — EACH nail binds the ENTIRE 
heel to the seat, assuring a permanently tight heel 
seat with no possibility of the wrenching action 
which makes washer heels wabble, squash out, 
grin and come loose. Vogue Heels keep their 
shape. help keep the shape of the entire shoe, 
and give the user a greater value and comfort 
that will become a lasting sales argument for 
Vogue-equipped shoes. 





Goodrich 





When writing advertisers please mention Boot and Shoe Recorder 


































BOOT AND SHOE RECORDER, November 17, 1934 Page 5 


HEELS Improve {| Wow, 
Shoe j Pan onl al . Wa 


‘ Tluey are good looking, seem to belong to the shoe, 

: assure a tight heel seat, have no unsightly holes. 

logue 
i 2... VOGUE HEELS Increase 

; 

i Shoe Value ... They wear longer, 


resist running over, never grin or squash out, Heel Advantages 


never come loose or kick off. By maintaining 


their shape, they maintain the shape of the shoe to the Shoe 


counter, and so keep shoes looking like new R t iler 
long after shoes with other types of heel would eral 








arch supporter. 


look shabby. Makes any shoe look better because of 
tight heel seat. 
3... VOGUE HEELS Increase 
- Helps preserve shape and appearance of 
Shoe Comfort. . . They are 25% shoe by preventing wrenching. 
lighter, they assure a firm, flat tread, they pre- Wears longer because of more usable 
vent the wrenching action that you get between rubber. 
washers and seat in other type heels. Is 25% lighter, 100% better looking. 
E Assures firm, flat tread and greater foot 
3 4...VOGUE HEELS Add comfort. 
i Sales Features... Every buyer of Firm wood core makes any shoe a seini- 


shoes is intrigued by something new, something 








More effective wear. 


Adds novelty, value, comfort—to help you 
sell more shoes and keep user sold. 


better. Vogue heels give your salesmen a dozen 
new and better points to help them sell more 


shoes. And then those heels give the customer 


a dozen advantages of comfort and value that Any shoe can afford Vogue Heels 

a - ‘7 E hoe b better sh 
will bring him back to your brand again for his aeiaees iain i es 
next pair. 


@ Any shoe can afford Vogue Heels and any shoe will sell 
_ more easily and deliver more satisfaction with this better type 
of heel. Next time you order shoes, tell your jobber you want 
them with Vogue Heels. He can give them to you. The B. F. 
Goodrich Company, Heel and Sole Sales Division, Akron, Ohio. 











Rubber Heel 
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EVERY 


MAN 
In This Store 
READS 


BOOT 
AND 


SHOE 
RECORDER 


BURTON’S WALKOVER SHOP . . Le tal LANSING, MICH. 


Here’s a representative American shoe retailer, the type that has refused 
to compromise with quality during a period when such action often seemed 
justified. : 

Mr. J. H. Burton is a firm believer in the quality of the merchandise he 
sells and finds in THE BOOT AND SHOE RECORDER Strength for his Con- 
victions. Joseph Burton and all the men in BURTON’S WALKOVER SHOP 
find THE BOOT AND SHOE RECORDER mighty profitable reading from a 
Merchandising, Style and Advertising Standpoint. In many ways it has be- 


come “a necessary part” of their business. 
When writing advertisers please mention Boot and Shoe Recorder 
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Joseph Burton 


Proprietor 


Burton’s Walkover Shop 





Everit B. Terhune 
President 

Boot and Shoe Recorder Publishing Co 
239 W. Soth St 

New York, N. Y. 


September 21, 1934 


Dear Mr. Terhune:- 


This question has been in the mind of every shoe retailer. What of 


the future of the independent shoe merchant? 


-In my thirty years of running a shoe store the prospect never looked 
brighter. We have learned how to do a better job, keep our expenses 
down, carry a smaller stock, create a better turnover and, incidentally, 


to make more money ‘or ourselves. 


Another question has been this. What has the Depression brought 


about? 


Going through the Depression has given us a greater realization of the 
need for a true and fair profit on our merchandise. During the lete 
1920's our business was good, profits were always in excess of expenses - 
#0 mich so that we didn’t follow through. We didn’t work on the close 
margin we have been forced to work on during the past five years. Ends 
of lines, ng Cl Seles, made big inroads on our gross 
profit. Now we see the wisdom, in fact thé need, for a profit on 
merchandise thet will carry us through to the sale of the last pair. We 
have learned to maintein an averace profit on a line rather than the 
individual profit on a peir. 





We have learned to buy stock differently; to place more emphasis on 
turnover. Instead of the seasonal buying which was the order of the 
day, our stock is checked weekly and size up orders sent in. We are 
realizing more the advisability of buying and selling on thie scale. 





Our greatest opportunity lies in the fact that a great many merchants 
have gone into the lower price field. This has left the quality 
merchant very much in a class by himself. He has less competition 
than he experienced in the past. Further, the percentage of 
independent merchants is smaller in most localities. Yet there are 
as many people who want the best today as there were in 1928. Those 
people are getting back to their grade of merchandise as quickly as 
their financial status pemits. 
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E 
NEVER 
K N E W The up-to-date Shoe Department 


so many *8” and *10%° Customers Existed!” 


Schunemans and Mannheimers have discovered an en- 
tirely new and surprisingly large clientele in St. Paul— 
Florsheim Shoes for Women have succeeded in attract- 
ing to their shoe department again and again those 
profitable customers who want quality, recognize it 
when they see it, and are ready to pay for it. The 
prestige of the Florsheim name may account for the 


first sale— but it’s Florsheim performance that keeps 


Mr. L. H. Jounson 


Manager Shoe Dept. them coming back in an endless chain—a golden one! 


TO RETAIL AT -” or” ontus 
FLORSHEIM 


SHOES ror WOMEN 


THe FrorsHetm SHoet Company e¢ Manufacturers ¢« CHICAGO 
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